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FINANCIAL STATEMENT OF 


National Surety Cor 


VINCENT CULLEN, President 
June 30, 1933 


poration 


ASSETS 
nme Pr 
*Bonds ....... ae ae oe... - $4,666,321.46 
*Stocks aes ie 1,099,212.00  5,765,533.46 
Premium accounts taken over from 
National Surety Company....... $2,327,079.11 
Less: Reserve originally established.... 727,633.62 _—_‘1,599,445.49 
Premiums in course of collection 
National Surety Corporation................... 1,171,367.15 
First Mortgages and Real Estate................... 656,662.51 
dg on wk nk ode ead KG ae ASN 349,821.12 
Home Office Building. sis Reklate eh isl Aediccics guwkes a 1 ,000,000.00 
$11,570,076.47 
LIABILITIES 
Reserve for Unearned Premiums.................... $ 1,587,408.21 
Reserve for Claims......... i te 385,279.50 
Reserve for Commissions and Expenses 680,645.93 
Reserve for Additional Overdue Premium Accounts 500,000.00 
Reserve Paid-In for Claims and other Contingencies ... 4,416,742.83 
IE Sh". iss Ga tes Shs anand saupeasnkarecceent 1,000,000.00 
EES tee 3,000,000.00 


*These amounts represent the actual market quotations as of June 30, 1933. 


DIRECTORS 
E. M. ALLEN VINCENT CULLEN 
WENDELL P. BARKER P. A. S. FRANKLIN 
S. READING BERTRON M. O. GARNER 
EDGAR S. BLOOM CHARLES HAYDEN 
FRANKLIN Q. BROWN CHARLES G. HELLINGER 
HARTWELL CABELL MORTON D. JOYCE 
EDWARD H. CLARK WILLIAM B. JOYCE 


$11,570,076.47 


ALANSON P. LATHROP 
H. J. LOFGREN 

JOHN C. McCALL 
JAMES S. McCULLOH 
SAMUEL McROBERTS 
ALFRED E. SMITH 

E. A. ST. JOHN 





























A TNA NOTES 


ON THE CHICAGO CONVENTION 





ROM the interest shown by those who visited the 

Etna Sales and Educational Exhibit at the Hotel 

Drake during the recent convention of the National 
Association of Insurance Agents in Chicago, it is ap- 
parent that agents appreciate more than ever the advan- 
tages of educational, sales and advertising assistance 
such as that provided for A:tna representatives. 


Planned selling, which is made possible through the 
AEtna Plan method, the A:tna Casualty and Surety 
Sales Course and the A:tna Correspondence Course 
were of particular interest to visitors at the A-tna 
Exhibit. 


Etna advertising services, which include, among many 
others, newspaper, radio, theatre, direct mail and display 
advertising, were well represented in the exhibit and 
came in for a large share of attention. 


It pays to be an 43tna-izer! 





THE AZTNA CASUALTY AND SURETY COMPANY 


THE 2ZTNA LIFE INSURANCE CO. 
THE STANDARD FIRE INSURANCE CO. OF HARTFORD, CONNECTICUT 


THE AUTOMOBILE INSURANCE CO. 
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UWUMMUS Ps SERANCE 


Statement of Condition of the Companies of the Fireman’s Fund Group 
Based on Market Value of Bonds and Stocks as of June 30, 1933. 





Surplus to 
Assets Liabilities Policyholders 


FIREMAN’S FUND . . .. .. . *$29,283,412 $14,610,162 $14,673,250 
HOME FIRE & MARINE... .. “*4,791,618 2,563,431 2,228,187 
OCCIDENTAL INSURANCE . . 3,323,354 877,487 2,445,867 
FIREMAN’S FUND INDEMNITY . 5,628,226 2,948,122 2,680,104 
OCCIDENTAL INDEMNITY . . 2,270,938 1,070,756 1,200,182 


* Includes stock ownership in affiliated insurance companies valued on basis of capital and net surplus. 


STRENGTH  - PERMANENCE .- _— STABILITY 


| Tire ‘Automobile ‘Marine + Casualty Fidelity : Surety 


IREMAN'S FUND GRO 


irernans Sund Insurance Company ~ Occidental lusurance Company 
ome Tire & Marine Lisurance Company 
CHiremans Fund lndemnily Company ~ Occidental lndemmnilg Company 
HEAD OFFICE * SAN FRANCISCO 


Offices in the Principal Cities of the UniTed States and Canada 


THE NATIONAL UNDERWRITER 


























REINSURANCE 


SATISFACTORY SERVICE 
SINCE MODERN INSURANCE 
REQUIREMENTS MADE 
REINSURANCE AN UNDER- 
WRITING NECESSITY. 


THIS HAS BEEN OUR AIM 
AND PURPOSE ---TO WHICH 
WE DEVOTE EVERY FACILITY 
AT OUR COMMAND. 


CASUALTY LINES. 


EMPLOYERS 
KANSAS CITY REINSURANCE 
— CORPORATION 


LOS ANGELES E. G. TRIMBLE, President 
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Seven times more risk of accident 
in the home than traveling on 
trains - street cars - busses « 
taxis - ‘planes or boats ! 

Everyone needs Accident Insurance. 
Do all your clients carry it ? 


AN\PROVED BY\ THE ACID TEST/ OF TIME 7 /f 


The AMERICA FORE GROUP "| of Insurance Companies 


THE CONTINENTAL INSURANCE COMPANY NIAGARA FIRE INSURANCE COMPANY 
AMERICAN EAGLE FiRE INSURANCE COMPANY MARYLAND INSURANCE COMPANY OF DELAWARE 


FIDELITY-PHENIX Fire INSURANCE COMPANY = es THE FIDELITY AND CASUALTY COMPANY 


ERNEST STURM. Chairman of the Boards 
First AMERICAN FIRE INSURANCE COMPANY ] BERNARD M CULVER. President 


Eighty Maiden Lane, \Migae New York,N.Y. 


SAN FRANCISCO 
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UNITED STATES 
GUARANTEE COMPANY 


(ORGANIZED 1890) 


87th Semi-Annual Statement, June 30, 1933 
Admitted Assets, $9,470,811.30 Surplus to Policy-holders, $3,702,391.92 





ASSETS LIABILITIES . 
United States Government Bonds.......... $1,935,183.02 Reserve for Unearned Premiums........... $2,091,776.14 
State and Municipal Bonds................ 633,868.77 Reserve for Losses and Claims............. 1,881,616.92 
Railroad Bonds and Stocks................ 1,252,454.38 Reserve for Loss Adjustment Expense...... 28,966.23 
Public Utility Bonds and Stocks.......... 1,822,853.17 Commissions and Brokerage.............-- 185,225.03 
Miscellaneous Bonds and Stocks.......... 2,183,179.36 Federal and State Taxes...........0.es00. 100,090.30 
ee Ge Reinsurance RES€rVeS. v.6.si6 60s sce n nee ween 250,042.86 
7 On" £209 
Sr ane ada ahaa cea Sigabigat TB27,53B70 Accounts Payable .....csssceseececesseees 78,132.20 
Cash " a RV NST ae BO eee ee $656,474.36 Voluntary Reserve .....ccssseccsssescsees 300,000.00 
SGNieaE SER VROMIISE Ss i scien ie 7,115.00 663,589.36 Contingency Reserve ........seeeeeeeee ees 852,569.70 
Premiums, not over three months due...... 867,745.45 5,768,419.38 
Reinsurance Receivable .................. 47,177.81 Capital Paid in...........+.+-. $1,000,000.00 
Te ene ee ee 52,217.31 Surplus .......++seseeeeeeeers 2,02,391.92 
Aecounts Receivable .....c0ssisccccscacses 12,542.67 Surplus to Policy-holders...............+5. 3,702,391.92 
WRT POE hi incdaweecdvidinns cent $9,470,811.30 Total TLAabisties: sisting ral Wawa nws $9,470,811.30 
Contingency Reserve above represents the full difference between “Convention” value of Securities 
owned and actual market quotations on June 30, 1933. 
DIRECTORS 
THOMAS H. ALLEN, Chubb & Son New York EDWARD D. DUFFIELD, 
ee Penne Pee x bs President, Prudential Insurance Co. Newark 
A. M. ANDERSON, J. P. Morgan & Co. New York 
WM. HENRY BARNUM | WILLIAM A. HAMILTON, Boston 
President, Continental Mortgage Guarantee Co. | JUNIUS L. POWELL, Chubb & Son New York 
New York 
oe ie haa = GEORGE H. REANEY, President New York 
HENDON CHUBB, Chubb & Son New York | 
a Ae be rears | REEVE SCHLEY, 
CLINTON H. CRANE, : , Vice-President, Chase National Bank New York 
President, St. Joseph Lead Co. New York | 
a : . DANIEL J. TOMPKINS , New York 
MOREAU DELANO, | 
Brown Brothers Harriman & Co. New York J. Y. G. WALKER, Walker Bros. New York 


| 
! 


Home Office 
90 John Street, New York City, N. Y. 
Western Department Washington Service Bureau 


Insurance Exchange Bldg. Shoreham Building 
Chicago, III. Washington, D. C. 
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AMERICAN AUTOMOBILE INSURANCE COMPANY 
ST. LOUIS 
L. A. HARRIS, President 
te 
Twenty-two years of friendly service 
te 
Pte Be ta a re me $10,000,000 
*RESERVES EXCEEDING ...00.0000...00cccccccccccceecseccecsveeseeeesee. 7,500,000 
SURPLUS AS REGARDS POLICYHOLDERS EXCEEDING... 2,000,000 
* Includes reserve to adjust Securities to Market Value at June 30, 1933. 
“a 
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Standard Surety & Casualty Company | 











The word of the hour is “Codes.” 


Industries throughout the country are formulating codes of fair practice 
for their business. 


To this company a code is not new. We threshed this matter of Code out 
long ago and decided upon a simple rule. 


On any important policy or agency consideration, we ask this question— 


Is it equitable? Is it fair to our agents? Will they applaud our 
stand, or be ashamed of us? 


Every infraction or gash in our “Code” of fair play remains an unhealed 
wound. 


This is not self-righteousness. Not at all. It may be old fashioned but we 
think it is common sense. 


For we know that we can not make a success of unfairness. We have no 
bags of clever tricks, no feat of legerdemain that will consistently bring 
profit, public good will and agency loyalty from sharp business practice. 


These come from industry, intelligent thinking, sound management, con- 
servative judgment and playing the game strictly according to “code.” 


No insurance convention or gathering of insurance men could add any- 
thing to this conviction. 


So we haven’t a “New Deal” for our agents. But agents seeking new rep- 
resentation will find our “Code” easy to work with—and mighty pleasant. 


Correspondence invited. 


IDELITY AND 
URETYSHIP 


CASUALTY 
INSURANCE 
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of New York 


Home Office: 80 John Street, New York, N. Y. 


FRANK G. MORRIS, President 
“A Multiple Line Casualty and Surety Company” 
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Strong Leaders at 
Association’s Helm 


New Chiefs of Agents’ Organiza- 
tion Both Long Active in 
Its Affairs 


ARE LOGICAL SELECTIONS 


Something About Careers of Two Men 
Who Will Direct Activities for 
the Coming Year 


Convention Headquarters, 
Drake Hotel, Chicago, Oct. 13 

The National Association of Insur- 
ance Agents is again under strong lead- 
ership with Allan I. Wolff of Chicago 
as president and E. J. Cole, Fall River, 
Mass., as chairman of the executive 
committee. The election of Mr. Wolff 
was foreordained, not only because he 
has been chairman of the executive com- 
mittee during the last year, but also be- 
cause of the service he has rendered. 
Early in the week, it became apparent 
that Mr. Cole was the logical choice for 
chairman, the stepping stone to the 
presidency next year. 

Mr. Wolff and Mr. Cole are both con- 
scientious leaders, who take the prob- 
lems of the business to heart and are 
able to summon intelligence and courage 
to their solution. They are both level 
headed, and although they represent the 


N. ALLAN I. WOLFF, Chicago 
New President National Association 


CHICAGO, CINCINNAT 
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Wolff Is President, Cole. Chairman 
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Another Great Insurance Day 








The final session of the National As- 
sociation meeting Friday presented a re- 
markable picture. A spirit of concilia- 
tion, conference, and cooperation de- 
veloped, as incoming President Wolff 
expressed it. Instead of bulling through 


thema to the companies, the job of pre- 
paring a code was referred to the ex- 
ecutive committee and committee of 
company representatives. 

Instead of adopting stinging resolu- 
tions, the subject matter of the resolu- 
tions which had been prepared, were re- 





true interests of the agents, they can be 
counted on not to act without due con- 
sideration for the welfare and interests 
of the companies. 

Mr. Wolff has been active in both his 
state association and the national body. 
He served as vice-president and later 
as president of the Chicago Board. He 
is a man of fine instincts and excellent 
judgment. Mr. Wolff entered the busi- 
ness in Chicago in 1899 in the local of- 
fice of Witkowsky & Affeld. In 1909 
he became a partner in J. J. Coffey & 
Co. The firm name was later changed 
to Coffey & Wolff. He purchased the 
Coffey interest and conducted the agency 
himself until 1926 when he became a 
partner in his present firm, Klee, Rog- 
ers, Loeb & Wolff. 


Career of New Chairman 
of Executive Committee 


Mr. Cole began his official connection 
with association activities when he be- 
came a member of the executive com- 
mittee of the Massachusetts association 
in 1920. He became president of the as- 
sociation in 1922. At the Buffalo con- 
vention he was elected regional vice- 

















CHARLES L. GANDY, Birmingham 
Retiring President 


a proposed code, which would be ana- | 


| ferred to the executive committee. In- 
| stead of expressing harsh sentiments to- 
|wards particular companies, against 
| which complaints had been lodged, bou- 
|quets were handed to those institutions 
for willingness to confer. 

The insurance business had another 
big day. The fundamental harmony of 
\the business was again demonstrated. 
|The machinery for conference within 
the business again proved effective. A 
sound foundation was laid for a year of 
accomplishment by the new administra- 
tion. 


president of the National association for 
New England, which automatically 
placed him as chairman of the New 
England advisory board, composed of 
the presidents, secretaries and chairmen 
of the executive committees of the six 
New England states. He has served as 
chairman of the Massachusetts associa- 
tion’s legislative committee for many 
years. He has also served the National 
association as chairman of the fire pre- 
vention committee and under President 
R. P. De Van became a member of the 
executive committee, serving until W. 
B. Calhoun was elevated to chairman- 
ship of the executive committee when 
Mr. Cole was made chairman of the 
finance committee. 

He entered the insurance business in 
1887, serving in one office for 21 years, 
and in 1908 entered the business on his 
own account. 

He was born in Cheltenham, Glouster- 
shire, England, and came to the United 
States at the age of 14. His mother 
lives in Oak Park, Ill. His son, E. For- 
rest, is in business with him. His daugh- 
ter, Gladys, is a constant attendant at 





local agents’ conventions. 


E. J. COLE, Fall River, Mass. 
Chairman Executive Committee 


‘Code Issue Up to 
Joint Committee 


Agents Agree to Confer With 
Companies—Reverse Earlier 
Action 


LAST SESSION INSPIRING 


Spirit of Conference, Conciliation Rules 
—Resolutions Quashed at Last Min- 
ute—U. S. Guarantee Makes Promise 


Convention Headquarters, 
Drake Hotel, Chicago, Oct. 13 

After a solid week of deliberation, the 
executive committee of the National As- 
sociation of Insurance Agents at the 
closing session of the convention in Chi- 
cago Friday brought in the recommen- 
dation that the question of a code cov- 
ering fair competition be handled jointly 
by the executive committee and a com- 
mittee from the companies. This repre- 
sented a change of heart, since in an ex- 
ecutive session Wednesday afternoon, 
with only one dissenting vote, the con- 
vention authorized the executive com- 
mittee to proceed to draft a code for 
the agency end of the business. 

The executive committee was 
prompted to make the recommendation 
because of what it felt was a change of 
heart on the part of the companies. On 


Sunday, Paul L. Haid, president Insur- 





(CONTINUED ON PAGE 19) 





W. H. BENNETT, New York City 
Secretary-General Counsel 
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Agency Management Sessions Valuable 






































j ToH Not t 
Ponder Value of |Meeting for Small Agents ToHaveor Not to ] 
Have Solicitors? 
Life Departments Draws Largest Attendance "ve Solicitors! 
Several Big Agents Favor In-| _ ae ee ae Medium Sized Agents in Group L 
The agency management and opera-| 2/2 percent of its commission income : 
stalling Life Insurance tion group session Thursday afternvon | for wae a Management Session Debate 
¢ scaiitie . seenur $ an- A. Schneider, Kankakee, il., sa 
Branch sear eee ae on be conenepinn that recently a man entered the office with Problem ' 
dance than the other two, perhaps an- th > Biome wring rs Dogg 8 
y 2 ieee a e Mois gency Pe. e 
BROKERAGE DISCUSSED |zer evidence of the positon i policy had been sent out for renewal | COLLECTIONS DISCUSSED C 
meeting for agents with premiums from | 7") company eavdiene. The sonured 
$100,000 ver $300,000 Ae the ao rie said he did not favor patronizing out of 
yest attendance anc 1e sessio é _ ai f i. = P P i k 
Albert Dodge Presides—Stanley F. a with the largest income had the ee eeiaee Sal eee to give the | Frank Ennis, America Fore Advertising F P 
: : : smallest attendance. amis i 3 Manager, Gives Valuable Ti 
Withe of Aetna Life Outlines Plan ————- ot Gadasovite, Ga. | Sets Cmman WS “ “ ' eye 7 on 
of Cooperative Advertising a member of the national executive Prepare Stationery roduction an vertising 
a presided Be as — ee Mr. Hurtzig said he has always re- 
ducers’ meeting. Secretary oO 1a face se c , i ry. A ~ . : . i 
Methods of handling company broker- meeting was W. G. Hurtzig, president cor Mh Bee Bye yon Bose: on a = Collection problems, agency expenses j 
age business, how to meet non-board | of the New Jersey oe = cal printer, but one of his companies and ay agin absorbed the attention § th 
competition, distribution of p rofits acigechay: gah Brg ae petting Big offered to print stationery without the ot Group 2, anne whose omens are Pro- as 
agreements between members of agen- E teehue, hemetilen aeaaee doe the | meas Ss Supreme —_ using the Na- | ducing from $100,000 to $300,000 in to 
jes. life de ents as adjuncts, and | Bos ; ‘Colony. a digest of | U0ma! association emblem. P annual premiums, at their meeting § 
cies, life departments as adj , Boston and Old Colony, a digest o Mr. Dreher said the Boston will re- |“. 3 ; . Ww 
proposed cooperative advertising were | which appears in another column. design an agent's stationery with mod- Thursday afternoon, Frederick Hick- th 
salient topics discussed at the Thurs-| prener’s Remarks Start ern touch and without company name. | man, Atlantic City, presided with about to 
day afternoon session of agents produc- Discussions, Questions j ae Se ee ee 40 agents present. Some attention was fr 
ing over $300,000 in annual premiums. y ; lg lle tate Ay ie agree ~ | given at the opening of the session to ye 
& ne . Mr. Dreher’s remarks stimulated con- | tion insignia, but recently he had occa h P tienes d aos ; 
Albert Dodge of Buffalo led the dis-| iderable discussion and questions. He] sion to doubt the advisability of that the use of surveys ane snatysis of in- § sc 
cussion. recommended preparing a list of promi- | practice when a client asked him what surance needs of risks in which John P, ar 
L. ©. Hilgemann, Milwaukee, said he | nent clients and showing this to pros- | company it was. ; ; Old, of Sault Ste. Marie, Mich., started ‘ 
is opposed to handling brokerage busi- | pects. Sidney Smith asked whether this Discussion early in the meeting was the discussion with the comment that 
ness in a separate account. In his opin- | is advisable for small town agents be- | on mutual and cut rate competition. | he had not found any form of survey, th 
ion, if the business is good enough to | cause of the danger of competitors get- D. C. Hancock, Richmond, Va., said whether company or privately pub- fe 
write as brokerage it is good enough to | ting possession of the list. he uses the pamphlet about mutuals pre- | lished, which exactly suited his needs. 7 
put in with the agency business. C. O. Another of Mr. Dreher’s recommen- | pared by W. L. Deckert of Harrison- | In some forms, he said, too much in- pe 
Ransom, Cleveland, said his office | dations was that the agent offer his | burg, Va. This, he said, presents the | formation was included while in others ck 
sometimes receives orders from brokers | window display space to policyholders. facts. He said the agents should not | there was not provision for enough in- ne 
outside of Cleveland. The agency al- | The question was asked how to provide | be scared of this competition, The farm formation. ; : ‘ 
ways takes the contingent commission, | this service for two or more customers | mutuals in Virginia, he said, are getting Jack G. Cherry, Pittsburg, Kan., said in 
the amount being governed by the city’s | who are in the same business. Mr.| more active. They are going after} his agency had used appraisal service T 
board, as in most cities. Dreher suggested taking them in alpha- | large estates. forms to good advantage. Mr. Living- qt 
seghenh asiet. é Replicas of Competing ston said they have made their own of 
Letter from Roloson Interest was aroused in the question Policies Are Analyzed forms for specific cases by drawing on lu 
on Non-Board Activity of whether to advertise the company. $ ~. | oe conventional forms for what is per- , 
“How to meet non-board competi- | C. T. Buckman, Visalia, Cal., said he E. R. Pickett, Sacramento, ae gp tinent to the risk in question. It was a 
tion” was discussed in a letter from F. | never advertises the company, only the | the California association prepared an | recommended files be kept of surveys ; in 
Albert Roloson, Baltimore, in which he | agency. He never has a company sign analysis of standard stock company in- | made and a record of the insurance Ff rw 
expressed doubt that the agents’ asso- | in his office. Newspaper advertising is | surance with the policies of one of the | needed. The question of determining lo 
— “eaters pont to force | used three times a week but the com- | large mutuals. Replicas of each policy | present insurable values developed a ; me 
pga Bs yoo ealnanion into |‘pany is not mentioned. In answer to | are presented side by side with what are | discussion in which the question of con- ff | 
(CONTINUED ON PAGE 20) | a question he said his agency spends (CONTINUED ON PAGE 22) sidering obsolescence was discussed at E 
some length. It was agreed that a 
moral hazard was involved in the de- 
AGENCY MANAGEMENT GROUPS gree that obsolescence entered into the th 
LEADERS OF character of the risk involved. Cases n 
were cited where owners have voluntar- he 
ily written off substantial portions of fy 
the value of buildings recently on the A 
ground of obsolescence. nc 
Method of Compensating ks 
Solicitors Is Discussed i 
Lively interest, as has always been § fe 
shown in such group sessions, was | 
manifested in the subject of handling re 
solicitors, Alan V. Livingston, Engle [ a 
wood, N. J., recalled at the West Baden © ab 
and Detroit meetings it was the con- M 
sensus that, no matter what method of to 
compensating solicitors is used (by ad 
commissions, salaries or combinations we 
of both), it eventually reduces to 4 su 
commission plan, as the solicitor must 
be profitable to the agency to justify th 
his existence. In the opinion of Mr. co 
Livingston solicitors are not likely to be 
be profitable except in agencies in large mi 
centers. na 
Mr. Hickman said the most important th 
job of agents in this group is personal an 
production and that the idea it will be us 
possible for members of an agency firm me 
to sit back and depend upon solicitors los 
for the business to be brought in 1s cef- | 
SIDNEY 0. SMITH, Gainesville, Ga. FREDERICK HICKMAN, Atlantic City ALBERT DODGE, Buffalo ge Po fg Bad i bara happen hia 
Among the most valuable features of | The leaders were Sidney O. Smith and | Dodge, past president New York State | to the agency that depends largely om th 
the week were the agency management | Frederick Hickman, both members of | Association of Local Agents, and chair- | solicitors, in the opinion of Clifford A. set 
group conferences Thursday afternoon. | the executive committee and Albert | man national education committee. (CONTINUED ON PAGE 1S) 
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Breakfast Groups Cover Much Ground 


Exchanging Credit Handling Public Cover 
Engages Small City Men 


Data Is Discussed 


Different Practices Explained by 
Agents from Medium Sized 
Cities 


c. F. LISCOMB PRESIDES 


Policy Fee Question and Schemes for 
Stimulating Interest in Local 
Boards Also Debated 


C. F. Liscomb of Duluth presided over 
the local board breakfast 
agents residing in cities of from 50,000 
to 250,000 population. About 60 agents 
were present. Mr. Liscomb organized 
the discussion under four topics: “How 
to make local board meetings attractive 
from standpoint of attendance,” “Ex- 


meeting of 


change of credit information among as- 
sociation members,” “Application of in 
and out rules” and “Public insurance 
handled by local boards.” 

R. W. Troxell, Springfield, Ill, said 
the board there is charging a $1 policy 
fee on policies with premiums under $5 
and a 50 cent fee is charged for policy 
endorsements. That the policy fee is 
charged is shown on the face of the 
policy. Bankers have not objected to 
this endorsement charge and generally 
send fee with request for changes. Mr. 
Troxell recommended regular and fre- 
quent meetings of the executive board 
of the association and he said a noon 
luncheon meeting once a year with fire 
prevention as a topic to which public 
officials and large insurance buyers are 
invited is a good idea for stimulating 
interest in association membership. The 
local boards, he thought, should hold 
regular meetings at least once a month. 


Eighty Percent of the 
Agencies Are Members 


There is close cooperation between 
the Springfield local board and the IlIli- 
nois state and the national associations, 
he said. An NRA parade was success- 
fully put on by the Springfield board. 
An advertisement in the local papers an- 
nouncing the board’s rule on collections 
resulted in bringing into membership 14 
agencies that had not been affiliated. 
Eighty percent of the agencies in Spring- 
field are now members of the board. 

One board is stimulating attendance at 
regular weekly luncheons by charging 
a luncheon fee that is forfeited in the 
absence of the member. The Des 
Moines board finds it helps attendance 
to collect luncheon fees three months in 
advance. Jacksonville, Fla., has found 
weekly luncheon meetings much more 
successful than those held once a month. 

F. S. Compton, Duluth, said the board 
there has an attendance and publicity 
committee which sees that every mem- 
ber is reminded by telephone on the 
morning of the day of meeting. Several 
names are assigned to each member of 
the committee. An attractive circular 
announcement of meetings has also been 
used with good results. He recom- 
mended a meeting once a year to which 
local civic officials are invited. 

Clifford A. Payne, Jacksonville, Fla., 
said the board in that city, in handling 
liability insurance for the city, allocates 
the commissions among its members but 
Sets aside a certain percentage in a com- 
(CONTINUED ON LAST PAGE) 














J. K. Boyce of Amarillo, Tex., led the 
lively discussion at the breakfast con- 
ference composed of agents residing in 
cities up to 50,000 population. Leading 
topics discussed were: The handling of 
public insurance, business reciprocity 
programs, mixed agencies and the hiring 
of solicitors. 

Greatest interest centered in the ques- 
tion of handling public insurance. 
Among those who joined in the discus- 
sion were M. H. Bradley of Alameda, 
Cal., who said prior to a fire in the city 
hall the city’s insurance was in a cha- 
otic state. When the proofs of loss 
were submitted for settlement of claims 
it turned out that there were some 19 
policies involved in the losses. 

The mayor appointed Mr. Bradley 
and another agent insurance advisers to 
the city. Mr. Bradley said he canceled 
short rate the 125 policies covering all 
the city’s risks and issued a minimum of 
new policies. He stated he thus saved 
the city about $850 yearly in premiums. 


Induced Many Agents 
to Join Local Board 


Out of 80 agents in the community 
he was successful in getting about 20 to 
join the local board including the seven 
already organized. In settling the com- 
mission problem he said 40 percent goes 
to the agent writing the business and 
the other 60 percent is held for six or 
eight months in a fund to take care of 
cancellations and then divided at the end 
of that time among members of the lo- 
cal board on a pro rata basis. He said 
this was a practice followed by all Cali- 
fornia local boards. 

J. L. Woodside, Greenville, S. C., said 
in South Carolina the practice is state 
placement, the commission going to the 
state association instead of the local 
board and is divided pro rata. 





J. S. Williams, Yazoo City, Miss., 
said the commission is allocated to each 
county in proportion to the volume of 
business written by the agents of the 
county and then allocated among the 
agents of the county in proportion to 
the amount of dues paid by each agent. 


Pinchback Taylor 
Tells of Pine Bluff Status 


Pinchback Taylor, Pine Bluff, Ark., 
said the local board went to the county 
judge who places the county’s business 
and the mayor who places the city’s 
business and made them a proposition 
which was accepted. They were suc 
cessful in limiting the members in the 
local board to nine. Previously every 
agent in town had a slice of the busi- 
ness, with the city and county paying 
80 percent more in premiums than they 
should be paying. 
has the business for the city and if an 
assessment comes up from the state 
association his office pays one-half of 
the local board’s amount, the rest being 
spread among the other agents, 

“We spread the commission,” he de- 
clared, “by handing back to the agents 
an amount in proportion to what they 
are paying for their local board dues 
and state dues. This practice encour- 
ages an agent not to renege on the 
amount of premiums he has taken in. 
We had one man paying $1.50 a month 
but later he paid $15 when he found 
that the premiums were going to be di- 
vided according to this system.” 

In discussing the next topic, “Business 
Reciprocity Programs,” Mr. Boyce said 
the Dallas board last year made a sur- 
vey of the stock insurance business in 
that city with a view of impressing lo- 
cal merchants of its buying power. In- 
formation was obtained by a certified 

(CONTINUED ON PAGE 24) 





Deliver Formal'Addresses 








A. J. SMITH, New York 


Two of the men who delivered for- 
ma! addresses at the Wednesday session 
were A. J. Smith, secretary Association 
of Local Agents of the City of New 
York, and Jay S. Glidden, manager Chi- 
cago Board. 

Mr. Smith contended that the agents 
have a vital interest in making effective 
the definition of marine writing power. 











JAY S. GLIDDEN, Chicago 


Mr. Glidden, who is happy when 
drafting some form to provide for a 
modern and novel situation, gave an il- 
luminating talk on fluctuating contents 
value cover. He was mainly responsible 
for drafting the plan on which the world 
fair underwriting organization is op- 
erating and which has proved very suc- 
cessful. 


He stated his agency | 








Forum of Ransom 
Valuable Session 


Debate on Desirability of Locally 
Owned Rule Is 
Spirited 


MEETING OF ‘BIG SHOTS’ 


Some Favor Tying Up Business of 
Locality—Others Say It Impedes 
Progress 


The desirability of the so-called locally 
owned rule was spiritedly debated at the 
local board breakfast conference over 
which C. O. Ransom of Cleveland pre- 
sided, the attendants being agents from 
cities of more than 250,000—‘“the big 
shots.” ‘ 

Mr. Ransom is adept in conducting a 
forum. He stated the problem to be 
discussed succinctly and recited some of 
the arguments that could be advanced 
both pro and con. 

By the locally owned rule, he said, is 
meant that members of a local board 
may not effect insurance for a nonresi- 
dent agent or broker even when no com- 
mission is paid, when the assured is a 
resident of the local board territory and 
his principal property is located there. 


Brokerage Department 
Activity Distressing 


L. C. Hilgemann, Milwaukee, said the 
Milwaukee Board has such a rule and 
there is a state law to the same effect 
in Wisconsin. He said the activity of 
the brokerage departments of companies 
is most distressing to the agents. Most 
local agents, he said, would prefer to 
work through local agents in other 
towns than through brokerage depart- 
ments because the service is likely to be 
better although binders cannot be ef- 
fected so quickly. 

Cliff C. Jones, Kansas City, criticised 
the principle of such a rule as being op- 
posed to progressive tendencies. Antag- 
onism would be engendered if an agent 
were compelled to tell a good customer 
that he was not able to handle his needs 
in another city. For instance an assured 
might move to another city but desire 
to patronize an agent in his old place of 
residence. Insurance, he pointed out, is 
being placed throughout the world and 
the facility of doing business would be 
greatly hindered if such rules were 
numerous. 

Mr. Ransom said the location of own- 
ership of the property is the governing 
factor. Mr. Jones said that often sub- 
sidiaries, which are commonly betieved 
to be independent concerns, would be 
hard to classify. 


Kentucky Resident 

Agency Law Cited 

W. A. Reisert, Louisville, recalled 
that the Kentucky legislature, in its last 
session passed a law prohibiting even 
special agents from countersigning poli- 
cies. On property owned in Kentucky 
by nonresidents, the policy can be writ- 
ten by an outside agent, but it must 
be countersigned by a Kentucky agent. 
Brokerage may be paid on such risks. 
He said agents should be protected as 
to the property in their own states. 

S. J. Horton, secretary Cleveland 
Board, said the rule in Cleveland orig- 

(CONTINUED ON PAGE 26) 
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Dodge Urges Million Dollar 
Cooperative “Ad” Campaign 





An appeal for a million dollar coop- 
erative advertising campaign by fire, 
casualty and surety companies and the 
National Association of Insurance 
Agents was made by Albert Dodge, Buf- 
falo, in his report as chairman of the 
publicity and education committee. ‘10 
facilitate action, Mr. Dodge suggested 
that the agents appoint a special com- 
mittee of three to cooperate with sim- 


| devoted to national advertising to build 
| prestige and provide an adequate back- 
| ground for extensive local work. Forty 
|percent would go for local cooperative 

advertising to focus the force of the na- 
tional effort on the local community to 
| develop actual sales by the local agent. 


| Gives Suggestions for 
| Financing Ad Program 


ilar committees from the Insurance Ex- | 


ecutives Association and the National 
Bureau of Casualty & Surety Underwrit- 
ters. Mr. Dodge said the difficulties in- 
volved in the coordination of interest in 
organizations are not as great as they 
may seem at first, and that such a cen- 
tral committee could formulate plans 
and put into effect the necessary ma- 
chinery to form a definite program. 
Mr. Dodge suggested that each class 
of insurance be advertised in ratio to 
its share of the premium total which 
would also determine its contribution to 
the central advertising fund. He recom- 
mended that 60 percent of the fund be 


To finance the advertising Mr. Dodge 
suggested that the companies agree to 
an assessment of vs of 1 percent of nor- 
mal net premiums, or about $845,000 per 
year; and agents should be asked to 
pay one-fourth of the cost by contribut- 
ing vs of 1 percent of the total net pre- 
miums written and should authorize their 
respective companies to charge them this 
sum at the end of each month. He said 
the individual company contributions 
would not exceed what was formerly 
spent for calendars and blotters; and 
that the local agency contribution would 
be less than that now being spent for 








local advertising by a limited number 


of agents. 


Mr. Dodge advocated the employment 
of a trade press to keep local agents in 
step with the campaign as a vehicle for 
informative advertisements in connec- 
tion with the program. 


Councillors Hold Parley 
With W. U. A. Officials 


The national councillors in Western 
Underwriters Association territory held 
a conference Thursday morning with 
W. U. A. officials on matters of forms 
and practices. The agency representa- 
tives were particularly interested in hav- 
ing a more liberal use and occupancy 
policy that would pay something on ac- 
count of fixed charges, even though such 
charges had not been earned in the few 
months prior to the loss. George W. 
Carter of Detroit has been studying 
many questions of form lately and he 
inspired interest in certain proposals 
among other councillors. Among other 
things he is advocating coverage against 
smudge damage from all kinds of heat- 
ers and not merely from oil burning ap- 
paratus. 


Commissioner Jess G. Read of Okla- 
homa hobnobbed about the lobby and 
in headquarters one day. 





Over 


serve. 














companies. 


$245,000,000 was paid in losses under Fidelity and Surety 
Bonds alone during the past few years by stock Surety 


Much of this vast sum immediately became available 
for trade and industrial purposes. 


These classes of coverage are always necessary for the 
advancement of the country's commerce and finance. They 
reach every line of human endeavor. 


We specialize in Fidelity and Surety Bonds, Burglary, 
Forgery, Plate Glass, Automobile and other classes of Cas- 
ualty Insurance, and would welcome the opportunity to 


AMERICAN SURETY COMPANY 


of New York 


(Organized 1884) 


NEW YORK CASUALTY COMPANY 


(Organized 1890) 














O’Malley Confers on Rate 
Litigation in Missouri 








A conference between Superintendent 
R. E. O’Malley of Missouri and two 
western department officials during the 
convention was arranged by A. L. Me. 
Cormack, president Missouri Association 
of Insurance Agents. The apparently 
endless Missouri rate litigation was dis- 
cussed. At the annual meeting of the 
Missouri association which was held at 
the Drake during the Chicago conven- 
tion, Mr. O’Malley said he would take 
counsel of insurance men in deciding on 
procedure. 

Mr. O’Malley said the agents have sui- 
fered more than any other interest in 
the rate litigation. He concluded by 
expressing the hope that settlement 
might be reached which would make 
Missouri “the happy hunting ground for 
fire insurance companies.” 

The Missouri meeting was addressed 
briefly by retiring President C. L. Gandy, 
incoming President A. I. Wolff and Vice 
President Patterson of the American 
Automobile. 

Mr. Gandy remarked that this was 
probably the first state convention ever 
held outside the border of the state. 

On motion of A. A. Buford of St. 
Louis, a resolution was adopted endors- 
ing Mr. O’Malley. At the suggestion of 
T. S. Ridge, Jr., the officers, headed by 
Mr. McCormack, were reelected. 

Mr. McCormack emphasized member- 
ship. He suggested that Executive Sec- 
retary J. W. Rodger spend 10 days in 
visiting Missouri cities and signing up 
members. Proposal is under considera- 
tion to make membership in the Fire 
Underwriters Association of St. Louis 
be coextensive with the Missouri asso- 
ciation. There should be a solid agency 
front in Missouri, he said, so that the 
agents might get the same consideration 
that is given agents in other states. 





Convention Snapshots 


Richard H. Thompson, vice-president 
of the Maryland Casualty, tells how he 
spent an evening at the Belgian Village 
at the fair proving his bargaining 
powers. After three hours of haggling 
he walked away with half a dagen choice 
handkerchiefs, the asking price being $9 
and the final price $2.50. 

*x* * * 

Fred A. Roper of Menominee, Mich. 
made a special point of going to the 
world’s fair Monday, which was Chicago 
day, since he spent the same day at the 
1893 fair in Chicago. 

*x* * * 


S. J. Horton, secretary of the Cleve- 
land Board, and Mrs. Horton, and Mr. 
and Mrs. H. R. Manchester of the same 
city, motored to the convention together. 

*x* * * 

Two years ago at the National con- 
vention, the Monarch Fire presented 
two decks of playing cards to everyone 
at the banquet. This year President 
Ralph Rawlings and A. E. Hendricks, 
head of the special risk department, dis- 
tributed contract bridge manuals to the 
banqueteers, 

*x* * * 

The California association was well 
represented at the convention. Included 
in the group were Frank Colridge, ex- 


| ecutive secretary; A. L. Hoepner, Oak- 


land, and Mrs. Hoepner; H. M. Bradley, 
Alameda; C. T. Buckman, Visalia; Frank 
Adams, Fresno; Louis Schmitt, Stock- 
ton; Percy H. Goodwin, San Diego; Wm. 
H. Menn, Los Angeles; Eugene Battles, 
Los Angeles, and Mrs. Battles; Harold 
Knight and Mrs. Knight, Los Angeles; 
Wm. P. Welsh, Pasadena, and F, L 
McDowell, Riverside. 

Ed R. Pickett of Sacramento, promi- 
nent in association affairs, made the 
trip by airplane. 

c+ + 

Headquarters were established by the 
Standard Accident, the hospitality dele- 
gation consisting of Vice-Presidents 
Paul Bowen and A. J. Crockett, and 
Chicago Manager V. H. Bartholomew. 

* * * 

T. P. Southgate, well known local 
agent from Durham, N. C., and John D. 
Saint, manager of the North Carolina 
Association of Insurance Agents, motored 
to Chicago together. 
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ONE HUNDRED AND TWENTY-EIGHTH ANNIVERSARY 


1805 - 1933 


Caledonia 
Insuranc 





Compan 


The Oldest 


Scottish Insurance Office 





Caledonian-American 
Insurance Company of New York 


ROBERT R. CLARK 
U. S. Manager and President 


The Netherlands 
Insurance Company of 


The Hague, Holland 


Est. 1845 


ROBERT R. CLARK, U. S. Manager 


EXECUTIVE OFFICES: 
HARTFORD, CONNECTICUT 


























Production Tips 
Given by Dreher 


Plan Your Work and Work Your 
Plan, Advertising Man’s 
Advice 


FAVORS DIRECT - BY - MAIL 


Use of Visual Selling Portfolio, Quota 
of Number of Calls to Be 
Made Urged 


The advice which is so often given at 
gatherings of life insurance agents—plan 
your work and work your plan—was 
voiced by Ray C. Dreher, advertising 
manager Boston and Old Colony, in ad- 
dressing Sidney O. Smith’s agency 
management conference Thursday after- 
noon. “Planned Progress” was_ his 
theme. 

Mr. Dreher advised agents to sur- 
vey their business, market and compe- 
tition, in the light of the depression and 
the new deal. Canceled policies should 
be reviewed with the idea of causing 
them to be reinstated, in view of restora- 
tion of buying power. 

He urged use of direct-by-mail pub- 
licity rather than newspaper advertising. 
The followup on direct-by-mail is easier, 
it is a more flexible system and there is 
less wasted circulation. The competitor 
is not so likely to discover what lines 
are being pushed and what service em- 
phasized. Direct-by-mail, he said, can- 
not be a substitute for personal sales- 
manship. Its job is to create a desire 
and a favorable reaction to make it 
easier for the solicitor. 


Preparation of Prospect 
List Is Recommended 


Mr. Dreher advised preparing a pros- 
pect or mailing list, using present policy- 
holders, people living in the better resi- 
dential sections, people whose names 
are on tax lists, building permits, mar- 
riage records, car registrations, mem- 
bers of clubs. 

The names should be put on cards and 
filed so that a certain class of prospect 
in any section of the city may be ap- 
proached. Cards should be arranged al- 
phabetically and colored tabs should be 
pasted on them, the different colors sig- 
nifying classes of insurance for which 
the man is a prospect. Combinations 
of holes can be punched on the cards, 
denoting various localities. A study 
should be made of why customers have 
been lost. 

Visual selling was recommended. He 
advised preparine a visual selling port- 
folio, containing a photograph of the 
agent’s office, photograph of the build- 
ing and a history of the agency, a 
photograph of the office force with a 
statement as to their background, train- 
ing, etc., photographs of company field 
men, photographs of home offices of 
companies represented, together with 
financial statements, list of coverages 
written with sample policies, lists of big 
names numbered as customers and testi- 
monial letters from policyholders. 


Should Set Quota on , 
Number of Calls to Be Made 


A quota should be set on number of 
calls to be made and great effort should 
be exerted to keep un to the quota. 
The law of averages will then take care 
of sales. 

Folders describing various coverages 
should be used intelligently. They 
should be sent to selected lists of peo- 
ple, together with personally typewritten 











Hard Worker 4 
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E. G. WHITAKER 


E. G. (Doc) Whitaker, assistant to 
the manager of the Chicago Board, is 
general secretary of the arrangements 
committee so far as the local board is 
concerned in connection with the meet- 
ing of the National Association of In- 
surance Agents. He has had charge of 
all the details and has done yeoman 
service. Mr. Whitaker was formerly 
automobile manager of the western de- 
partment of the Queen. 








letters and should be followed by a per- 
sonal call within two days. 

Side lines should be pushed as a de- 
fense against competition and to provide 
new revenue and as an entering wedge. 

Emphasis should be placed on keep- 
ing old customers sold, by telling them 
about every line, giving them the op- 
portunity of buying, writing “thank you” 
notes or making friendly calls on those 
who steer customers to the agency, ac- 
knowledging in a friendly way when the 
accounts are paid promptly, by offering 
customers the use of ground floor win- 
dow display space of the agency on oc- 
casions for advertising. Systematic pro- 
duction campaigns should be conducted 
in the summer months to take out the 
dip in the sales curve. A month by 
month selling plan should be adopted. 


Payments by State Units 
to Headquarters Reduced 





Reduction of allocation of payments 
by the state associations to the National 
Association otf Insurance Agents to 50 
cents per member per month for the 
number of members carried on the rolls 
of the National association for the last 
fiscal year was announced in the report 
of Edwin J. Cole, of Fall River, Mass. 
chairman of the finance committee. This 
will produce a total allocation of $12,875 
less than the preceding year and a fre 
duction of 18.5 percent from the alloca- 
tion of last year. 

Although at the close of the fiscal 
year there was a substantial balance of 
unpaid allocations from a few of the 
state associations, the amount of such 
balances was $1,494 less than a yeaf 
ago. “Unpaid agency balances,” Mr. 
Cole humorously remarked, “are not 
solely the thorns in the flesh of insur- 
ance companies.” 

Total receipts last year were $19,144 
less than the year before, but total ex- 
penditures were $26,117 less. Expendt 
tures were substantially less than pro- 
vided in the budget. Restrictions have 
been made up and down the line. 

Total net operating expenses for the 
next fiscal year have been set at $72,360, 
a decrease of $10,400. 
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Next Step, Parleys 
With Companies 





Case Outlines Course of Action in 
Behalf of Automatic 
Cancellation 





QUESTIONNAIRE RESULTS 





National Bureau of Casualty & Surety 
Underwriters Has Named Com- 
mittee on Subject 





The next step in the program looking 
to the use of a clause providing for auto- 
matic cancellation for non-payment of 
premiums will be conferences on the 
part of the agents’ committee with com- 
mittees from fire and casualty organ- 
izations. That information was brought 
to the convention by James L. Case of 
Norwich, Conn., in reporting as chair- 
man of the automatic cancellation com- 
mittee. 

The National Bureau of Casualty & 
Surety Underwriters, he said, has ap- 
pointed such a committee and he ex- 
pressed the hope that the Insurance 
Executives Association would do like- 
wise. 


West Virginia Plans to 
Require the Clause 


Mr. Case recalled that, pursuant to a 
decision reached at the June meeting 
of the executive committee, a question- 
naire was sent to the membership, sol- 
iciting their opinion as to the desirability 
of an automatic cancellation clause. 
There were 5,824 replies; 4,174 favored 
the automatic cancellation proposal, 
1,211 were opposed, 75 signed the card 
but did not express an opinion, 3 signed 





Not Hard to Guess This 
Man’s Subject Matter 














JAMES L. CASE, Norwich, Conn. 


James L. Case and automatic can- 
cellation are almost synonymous. He 
has been the leader in advocating an 
endorsement providing for automatic 
cancellation for non-payment of prem- 
lums within a specified time—a cause 
Which has provoked voluminous discus- 
sion and debate throughout the coun- 
sl Automatic cancellation is Jim 
Case’s baby. He reported on it Thurs- 
day morning. 





no name, 240 marked other than “do 
favor” and 121 marked other than “do 
not favor.” 

In West Virginia, Mr. Case declared, 
the insurance department committed it- 
self to include some form of automatic 
cancellation in the new automobile lia- 
bility policy, which is being prepared. 

The committee believes the principle 
is sound and should be accorded 
thoughtful consideration and _ further 
study. The proposal, he said, is desir- 
able because the business demands 
prompt collection, because it helps 
agents and companies to accomplish 
that result, because the companies would 
be given collection privileges similar to 





those now granted to the life insurance 
companies, because the 90-day rule now 
in effect grants too long a period of 
credit to agents and the public, and be- 
cause present business conditions de- 
mand that the best possible collection 
methods shall be enforced. 

Mr. Case said that, though company 
representatives had claimed the auto- 
matic cancellation proposal was dead, 
when Paul L. Haid, president of the 
Insurance Executives Association, heard 
how strongly the agents favored the 
proposal as indicated by the question- 
naire returns, Mr. Haid said he would 
approve the appointment of a company 
committee to meet the agents’ commit- 





tee and would ask to be made a member 
of that committee. 


Company Men on Hand 


The Fireman’s Fund headquarters was 
in charge of Charles A. Bickerstaff, 
southern manager; S. M. Buck, western 
manager; C. C. Hannah, eastern mana- 
ger, and E. D. Lawson, western marine 
manager. The first three went from 
Chicago to San Francisco for the annual 
managers’ conference. 

*x* * * 


F. S. Holt, advertising manager Aetna 
Fire, attended the convention in com- 
pany with Western Manager W. N. 
Achenbach. 

















CAPITAL, $750,000.00 


CAPITAL, $500,000.00 





| FORT SCOTT, KANSAS | 





GREETINGS FROM THE WEST 
To Members of the N. A. I. A. 


Gone are the campfires, the covered wagons, the 
bullwhackers and the herd riders. 


But the spirit of the West lives on! 


From our present Empire of thriving industry, 
metropolitan cities, fertile plains and rich mountain 
ranges we extend greetings. 


Rugged character and honest friendliness have 
always, and shall always, typify the West and its 
institutions. 


These are qualities which have helped build the 
Western Insurance Companies. 


The Western Casualty and Surety Company 


ASSETS, $3,172,752.00 


The Western Fire Insurance Company 
ASSETS, $1,398,518.00 


Home Office: Fort Scott, Kansas 
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Efforts do count 


OU who attended your 38th annual convention and 

visited “A Century of Progress” will be amply re- 
warded if you retain only the inspiration that efforts 
do count. 


You were impressed by the World’s Fair—you mar- 
velled at its splendor and brilliant conception. There 
was something inspiring to you about “A Century of 
Progress” which was conceived and made successful 
despite an unparalleled depression and great obstacles 
that would have daunted those with less courageous 
hearts. 


The Fair was “put over” by private individuals, men 
of high ideals with a fixed purpose in mind and without 
governmental or city aid. An unheard of thing! “A 
Century of Progress” is outstanding evidence that 
efforts do count. 


When the going is tough and the road ahead looks 
blocked and it seems as if your “progress” is stopped— 
there is an inspiration to a Local Agent to have back of 
him an understanding company like the “Eagle Star.” 


Here is a strong, aggressive fire company that is an 
asset to any agency. Believing the Local Agent the 
bulwark of the business, the Eagle Star accords him 
prompt service and friendly help. Efforts do count 
and all the efforts of this company have been toward 
building a loyal group of agents. You will enjoy the 
way we do business. 


British Dominions 


Jusurance Company Limited 
of London, England 
* 


UNITED STATES BRANCH 
90 John St., New York City 


WESTERN DEPARTMENT 
175 West Jackson Blvd. 
Chicago 


PACIFIC COAST DEPT. 
114 Sansome Street 
San Francisco 























Get Collateral Lines with 
Small Compensation Risk 


F, J. Ney Says Agent Has Right 
to Demand Supporting 
Business 


Tactful but firm insistence on the part 
of the agent that he receive the col- 
lateral lines if he is to handle the com- 
pensation business for the assured was 
the principal suggestion made by F. J. 
Ney, vice-president Fred L. Gray Com- 
pany of Minneapolis, in his remarks on 
the soliciting and handling of small 
compensation risks. 

The agent should have at his tongue’s 
end the story of the losses that the 
companies have suffered in the com- 
pensation field and the factors that have 
caused that loss. He should impress 
upon the assured that he is performing 
a real service in handling the compen- 
sation business at all and should insist 
that the automobile business, concur- 
rent contractors, manufacturers or own- 
ers, landlords and tenants public lia- 
bility, boiler, plate glass, etc., business 
be coupled with the compensation line 
for the same carrier. 


Should Not Surrender 
Meekly to Competition 


The agent should not meekly surren- 
der to cut rate competition on the al- 
lied lines, he said. Many assureds, he 
declared, carry allied lines with other 
companies at exactly the same premium 
as the agent who handles their com- 
pensation business would charge them. 
Other insureds have never had these 
collateral lines properly presented by 
the agent writing their compensation 
coverage. Wherever the smaller com- 
pensation risks favor the same carrier 
with collateral and supporting lines the 
difficulty of “caring for them is tre- 
mendously reduced, Mr. Ney said. 

The company, which has all of the 
lines, can make a saving by making in- 
spections for the various lines at the 
same time. If the smaller risks would 
place all of their insurance in one com- 
pany they would be able to show a com- 
bined loss exhibit to support an adverse 
year here or there on compensation. 

Without this support, no assured or 
agent can reasonably expect their com- 
pensation carrier to absorb or digest 
these unsupported small compensation 
risks, especially on new business. Ren- 
dering proper service to the small risk 
is more costly to the insurance com- 


pany and agents than to the large em-. 


ployers whose operations are conducted 
in or near large cities. The mutual 
companies do not solicit small employ- 
ers and as a result the agent gets the 
lion’s share of this type of risk. 

The Fred L. Gray Company, he said, 
found in one state only 6 percent of 
some 44,000 insured employers were 
subject to experience rating. The other 
94 percent were of the small risk type. 
Although this relative percentage has 
changed under recent modifications in 
the experience rating requirements, the 
problem of' soliciting and handling the 
small risk has not been materially re- 
duced or eliminated. °* 


Southern Agents Organize 


An organization of southern agents 
was formed at Chicago with H. P. Ar- 
nall, head of the Georgia association, as 
president and John D. Saint, manager of 
the North Carolina association, as sec- 
retary. The states represented at the or- 
ganization meeting were Virginia, North 
and South Carolina, Georgia, Florida, 
and Alabama. The idea is to present a 
solid agency front in the south. The 
title of the organization is the Southern 
Agents Conference. 





Priest Gives List 
of Specifications 











for Local Boards 


A handy list of specifications for local 
board procedure and setup comprised 
the report of Frank T. Priest as chair- 
man of the local board committee 
Thursday morning. The report at- 
tracted much interest and undoubtedly 
all members will check the practices of 
their local boards against these recom- 
mended specifications, which are: 

The local board should ordinarily 
have within its membership only agents 
compensated on a commission basis; be 
governed and financed by local agents; 
clearly define class of business and ter- 
ritory over which jurisdiction is as- 
sumed; have a separation rule, or in- 
and-out rule; that is, not represent com- 
panies represented by non-members, 
nor do business with agents not mem- 
bers. 


Qualifications for Members, 
Code of Ethics Urged 


Furthermore it should have a qual- 
ification for membership and a code of 
ethics; have a sole agency rule, or if 
necessary in the larger centers a limita- 
tion of agencies; have positive assur- 
ance to each company represented by 
board members of equality of opportuni- 
ties to develop business and representa- 
tion for each company, if at all possible; 
eliminate over-head writing on the part 
of any company represented by board 
members; prohibit rebating; operate 
strictly within a budget; have a griev- 
ance committee; have an insurance com- 
mittee to work out methods of distribu- 
tion, etc., of public business; minimize 
the free insurance evil, set up an ex- 
change of credit information. 

The board should;practice 100 percent 
business reciprocity; eliminate the pro- 
duction branch office; require of all 
members having a real estate loan con- 
nection that they will not solict renewal 
of policies placed with them as loan col- 
lateral by any members of the local 
board until within ten days of its ex- 
piration; have a part in the work of the 
public safety and fire prevention com- 
mittees of the chamber of commerce; 
and last, but not by any means least, 
make its membership co-extensive. 

Wins Springfield Painting 

Much interest was caused by the 
Springfield F. & M. in awarding to the 
door prize winner at its headquarters 
a handsome oil painting of the cov- 
ered wagon insignia which distinguishes 
the advertising of that company. 

President George G. Bulkley, Secre- 
tary Robert Crowther, and Charles Free- 
man, head of business promotion, were 
present from the home office. Western 
department officials were also extending 
a welcome. There were Managers J. C. 
Harding and W. H. Lininger and Assis- 
tant Managers E. G. Frazier and C. E. 
Varley. 


A. W. Neale to Be Married 


The past presidents dinner Wednes 
day evening was marked by the announce 
ment by W. B. Calhoun of Milwaukee 
that A. W. Neale, who was president o 
the National association in 1910, will be 
married soon. This was the occasion for 
congratulations from all hands. 


The America Fore organization was 
represented with distinction by Presi 
dent B. M. Culver and Secretary Vin- 
cent Gallagher from the head office, an 
practically all executive and department 
heads from Chicago headed by Vite 
President E. A. Henne. 
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E extend sincere felicitations to the Agents, the men who make splendid 

insurance companies possible, and successes inevitable. And had there 
been Agents’ Conventions sixty-five years ago, the Standard would have 
extended the same greetings. 





To build successful agencies and to give those agencies unstinted support is and 
always has been one of the main planks in our platform of insurance co-operation. 
We reserve the right to serve our agents cheerfully and whole-heartedly at all times. 
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To Have or Not to 
Have Solicitors? 





(CONTINUED FROM PAGE 8) 


Payne, Jacksonville, Fla. it will be 
either burned up on losses, accumulate 
a lot of bad accounts or cultivate a suc- 
cessor. He believes, however, in the 
employment of salaried specialists as 
managers of departments such as cas- 
ualty and inland marine in conjunction 
with whom the agent works, opening 
the way for sales interviews. One 
speaker’s experience with salaried solici- 
tors was such that he declared he would 
never again use that plan but allow 
solicitors sufficient commission to give 
them a living profit, a plan which had 
worked well for them 12 years. An- 
other speaker whose experience with so- 
licitors has been satisfactory said the 
plan for them worked only with men 
who could earn $300 or better a month. 
He said they had even bought one or 
two agencies just to get salesmen iden- 
tified wth them, 

Opening the discussion of collection 
problems, Mr. Hickman said his agency 
saw which way the wind was blowing 
in 1930 and stopped soliciting new busi- 
ness, concentrating on the business al- 


| ready on the books. 





They got the busi- 
ness of the agency on a practically cash 
basis. When they put the matter up 
to their assureds they found a very 
ready response and lost very little busi- 
ness. Premium financing is used with 
good results in his agency, he said. 


Turner Tells of Firm 
Stand on Collections 


Wm. F. Turner, Jersey City, said 
their agency also took a decided stand 
on collections over two years ago, noti- 
fying brokers dealing with their office 
that accounts due beyond a certain per- 
iod would be charged to their personal 
accounts. “Today we have brokers who 
thank us for the stand taken,” he said. 

Business on which the premium was 


| less than $10 was renewed only for cash 
'in their agency, said David A. North, 


i 





New Haven, Conn. Outstanding ac- 
counts also are followed up closely by 
mailed notices, terminating with notice 
that the policy will be canceled if not 
paid for within five days. Business that 
was hard to collect three years ago is 
renewed only for cash, while the agency 
is willing to take some chance on busi- 
ness that has had a good collection rec- 
ord. 

In another agency questionable ac- 
counts are considered in conferences of 
all members of the firm and action is 





decided upon. Mr. Livingston recom- 
mended arranging the business of sub- 
stantial customers so that premiums are 
pretty evenly distributed on a monthly 
payment basis. 

A practical talk by Frank Ennis, ad- 
vertising manager of the America Fore 
group, closed the session. “The agent 
who is going to get the most benefit 
from advertising is the one who follows 
up his advertising and makes the most 
contacts,” Mr. Ennis said. 

To buy advertising advice is expen- 
sive, he said, but many companies now 
have advertising departments which 
give advice free to their agents. In 
agency advertising the name of the 
agency should be emphasized and its 
identification with the insurance busi- 
ness. “Newspaper advertising is among 
the best types of publicity you can use,” 
he said. “It is not necessary to use 
much space but it is important to use 
attractive and distinctive copy.” 

Companies are ready to give help also 
in direct mail advertising but real re- 
sults are possible only where it is fol- 
lowed by personal calls. 

“Most agencies do not appreciate the 
value of their office windows,” Mr. En- 
nis said. Other lines select business 
locations on the basis of window dis- 
play opportunities. He described the 
best use of posters and other devices in 
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window advertising. Care should be 
taken to keep the window attractive, 
“If you are going to advertise, make 
up your mind on a program and keep 
at it,’ was his advice. The so-called 
side lines can be advertised to advan. 
tage, in Mr. Ennis’s opinion, even for 
lines where the premium is small be 
cause of the contacts that are thus de. 
veloped. A good idea is for an agent 
to associate himself with civic and so 
cial clubs for the sake of contacts. 


Use of Agency Slogans 
Found to Bring Results 


Questions from the floor brought out 
a number of additional suggestions. Mr, 
North referred to a slogan used by his 
grandfather years ago when their 
agency was on the northern outskirts 
of the business district in New H 
“Go North for Insurance.” C. B. H, 
Loventhal, Nashville, thought desirable 
reaction comes from his slogan, “When 
you think of insurance think of Loven. 
thal.” Another agency has employed a 
quartette which sings under their spon. 
sorship before service clubs and upon 
other occasions. In this case Mr. Ennis 
recommended a tie-up with newspaper 
advertising. The use of year-books and 
diaries was considered good under cer- 
tain conditions. Calendars, Mr. Ennis 
believed, were effective when there is an 
insurance message on each monthly 
sheet. 


Compensation Service Plan 
Is Outlined by C. T. Smith 


Cruger T. Smith of the Craddock & 
Smith agency of Dallas outlined the 
plan of servicing compensation risks, 
, Which his office uses. _ 
| The first step is to induce the execu- 

tive officer of the corporation to accept 

| responsibility for accident control. He 
is told the actual accident cost per dol- 
lar of payroll and indirect losses. 

The engineering department of the in- 
surance company is then assigned to 
survey the property and investigate the 
morale of the organization. A plan for 
safety work and physical corrections is 
developed. Each item in the plan is 
| discussed with the executive in charge. 
When the plan is completed, it is sent 
out as an operating guide to all super- 
intendents and foremen. 


Claim Adjuster Brought 
Into the Conference 








The claim adjuster is brought into 
conference with the executive to outline 
medical requirements and _ procedure. 
Medical control by the insurance com- 
pany’s surgeons and physicians is in- 
| sisted upon. Mr. Smith said his office 
, has adopted the zone system for sur- 
geons and miedical care. There are 
| various centers where the best hospital- 
| ization can be secured and best surgeons 
{and other specialists. The zone surgeon 
| is acquainted with the compensation act 
,and the requirements under it. All 
| cases, other than those of minor nature, 

are referred to the zone surgeon. Where 
an industry operates in cities in which 
|a zone surgeon is not located, care 1s 
used in designation of a local physician. 
|In these territories, the physicians are 
| instructed to render first aid so that the 
| patient may be removed to a zone point. 

The executive must be impressed with 
the necessity of reporting all accidents, 
no matter how trivial. There must be 
a complete investigation of each lost 
time injury and of accident reports 
that indicate a possibility of the accident 
not having occurred in the course 0 
employment. 

All medical and hospital bills that af 
not in dispute must be paid on the date 
they are received. 

There is a daily record for the agency 
of all claims incurred, with the reserves 
set up. 

The agency demands that the assured 
cause all of his employes to be & 
amined physically and physical disabilt 
lties corrected. 

















Ln ey Taree 


On 




























eee ee 


October 13, 1933 


AGENTS 





——OOOOOOOOOO 





CONVENTION NUMBER 


19 








Code Issue Up to 
Joint Committee 





(CONTINUED FROM PAGE 7) 


ance Executives Association, sitting 
with the executive committee, indicated 
the companies were opposed to the fil- 
ing of a code more comprehensive than 
that which has already been accepted. 
However, after the convention had voted 
for an agents’ code, Mr. Haid is re- 
ported to have told the executive com- 
mittee that a company committee would 
pe created immediately to confer on the 
possibility of filing a joint insurance 
code. : : ‘ 

The executive committee went into 
session just prior to the opening of the 
meeting Friday in order to prepare a 
statement. 


U. S. Guarantee-Todd 
Deal to Be Terminated 


In addition to announcing the deci- 
sion on the code question, Allan I. 
Wolff, as chairman of the executive 
committee, reported that he had been 
authorized to announce that the ar- 
rangement between the United States 
Guarantee and the Todd Protectograph 
Sales Company will be terminated as 
soon as “decency” permits. The Todd 
company has been selling check forgery 
bonds in the U. S. Guarantee in connec- 
tion with the sale of check protection 
devices. ; 

Another announcement of great inter- 
est was that of H. R. Manchester of 
Cleveland that the Ohio delegation, “in 
a spirit of conciliation and cooperation 
had agreed to leave the question of the 
Federal Union case in Ohio in the hands 
of the national executive committee. 
The Federal Union, a member of the 
Royal-Liverpool group, is testing the 
constitutionality of the Ohio resident 
agency law in the Ohio supreme court 
in behalf of Johnson & Higgins. 


Ohio Contingent on Warpath 
When It Reached Convention 


The Ohio delegation, according to Mr. 
Manchester, “came to the convention 
with blood in its eyes and murder in its 
heart.” They felt they were being be- 
trayed, he said, by interests whose past 
record had indicated they were unusu- 
ally friendly to agency interests. The 
Royal-Liverpool, he said, lent itself to a 
suit in the interests of non-resident 
brokers, which, if successful, would 
grant those brokers benefits more lib- 
eral than could be granted to Ohio 
agents. If the suit should be success- 
ful, he declared, it would “wreck the in- 
surance business in Ohio.” The group, 
he said, has 1,000 agents in the state 
and $2,000,000 in premiums, and he ex- 
pressed amazement that they would of- 
fend the agents who had produced that 
business. 

The suit has been heard, he said, and 
decision is awaited. The Ohio people 
made every effort to induce the Royal- 
Liverpool to retire from the arena. He 
expressed doubt that officials of the 
group understood the real questions in- 
volved, 

However, since coming to the con- 
vention and conferring with Royal-Liv- 
erpool officials, a spirit of conciliation 
has developed and there seems to be as- 
surance that a code will be prepared to 
cover such situations, the Ohio people 
decided to leave the question with the 
national executive committee. 

_As to the code, Mr. Wolff said that 
circumstances have developed so that 
We may safely count on the coopera- 
tion of company organizations in pur- 
suit of the code undertaking.” This 
statement was greeted with a burst of 


applause. Mr. Wolff said conferences 
been held in Chicago with Mr. Haid 


two company presidents, who were 
in 4 position to assure the agents of the 
‘ooperation of the casualty companies, 
as well, .“There is every prospect that 
W the | immediate future,” said Mr. 

olff, “we will be in position to under- 


take the project with the aid and coun- 
sel of company executives.” 

The agents’ committee will be selected 
soon, he said. 

Mr. Wolff reported that the grievances 
which have been presented to the execu- 
tive committee this year have been nu- 
merous and ditticult of solution. Con- 
ferences were held with President G. H. 
Reaney of the U. S. Guarantee and Vice- 
president John T. Jones. Those offi- 
cials agreed at any time to cease any 
practice which the executive commit- 
tee might satisfy the company is con- 
trary to the good of the business and 
the Todd deal will be terminated in due 
course, 

Frank Wilbur of Kansas City, who 
cast the only vote against the code 
Wednesday afternoon, announced he de- 
sired to change his vote in favor of the 
arrangement finally effected. 

The cup to the association showing 
the largest percentage increase in mem- 
bership in the year went to California 
as did the cup to the association, the 
combined mileage of whose members at- 
tending the convention is the greatest. 
W. H. Menn accepted both cups. The 
trophy to the association with the larg- 
est registration at the convention went 
to Wisconsin, W. B. Calhoun accepting 
if. 

H. E. McKelvey of Pittsburgh was 





awarded the trophy, as having per- 
formed the most outstanding service to 
the association. Award was made by 
| Percy H. Goodwin. 

J. E. Hassinger of New Orleans re- 


ported as chairman of the resolutions | 


committee. Instead of reading two im- 
portant resolutions which had been pre- 
pared, he asked that the executive com- 
mittee be empowered to act in confer- 
| ence with companies on the subject mat- 
|ter of the resolutions, which were to 
have been submitted. The memorials 
which were treated in this unusual way 
called upon companies to discontinue 
| deferring loss payments-for 60 days and 
| called on commissioners to rescind their 
| demand for reports of delinquent agents 
|and brokers. 

| Frank T. Priest, Wichita, reported for 
ithe nominating committee. The new 
| president, Allan I. Wolff, was escorted 
'to the platform by James I. Loeb and 
Lyman M. Drake of Chicago. Mr. Cole, 
the new executive committee chairman, 
was escorted by James L. Case, Nor- 
wich, Conn., and K. H. Bair, Greens- 
burg, Pa. The new officers made felici- 
tous talks. 

Mr. Gandy introduced E. S. Moore of 
Birmingham, president of the agency 
with which Mr. Gandy is connected. 

Mr. Goodwin then had Mrs. Wolff, 
Miss Gladys Cole and Mrs. Gandy es- 








corted to the platform. All took a bow 
and responded briefly and gracefully. 
Sidney Smith was introduced and paid 
tribute to Mr. Gandy, and presented him 
with a silver coffee set. 
Big Bill Calhoun led the convention 


jin singing “Auld Lang Syne” and the 





big convention adjourned. 

The Friday morning session opened 
with only a handful present. President 
Gandy launched a discussion in which 
there was spirited criticism of the prac- 
tice of invoking the 60-day loss pay- 
ment clause. 

James L. Case, Norwich, Conn., 
started off with the statement that 
agents of stock companies suffered be- 
cause non-organization companies are 
paying promptly. C. O. Ransom, Cleve- 
land, expressed the belief that compa- 
nies may reconsider in view of the in- 
tense opposition to the practice which 
developed at Chicago. 

Mr. Ransom said the companies be- 
lieve rather than know that invoking the 
clause caused a drop in losses. He 
pointed out losses in 1932 were lower 
than in 1931. Yet the rule had not been 
followed then. 

Pinchback Taylor, Pine Bluff, Ark., 
contended the failure of the Globe & 
Rutgers and the question of the solv- 
ency of companies which became acute 
at the same time the 60-day rule was 
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invoked caused the diminution in losses. 

Tom P. Ellis, Dallas, said loss claim- 
ants have suffered, because with values 
increasing, settlement at the end of 60 
days on the basis of values at the time 
of the loss caused an injustice. 

There was some comment on ex- 
cepted cities with particular reference to 
Philadelphia. Albert Dodge, Buffalo, 
presented some views on the demand of 
insurance commissioners for reports of 
delinquent agents and brokers. 

Mr. Gandy called for reports from 
those who conducted the local board 
breakfast conferences Wednesday, they 
being John K. Boyce, Amarillo, Tex.; 
C. F. Liscomb, Duluth, and C. O. Ran- 
som, Cleveland. 

Mr. Gandy then reported on the na- 
tional councillors’ meeting Tuesday. 
Among the subjects discussed were ficti- 
tious fleets, premium financing, 60-day 
loss clause, comprehensive household 
policy, insurance on properties under 
mortgage to life companies and other 
financial institutions. 

Mr. Gandy said there was also much 
discussion of the Interstate Underwrit- 
ers Board. One of the members asked 
what the national council is. Secretary 
W. H. Bennett thereupon read the con- 
stitution which explains the setup of 
the council. 

Allan Wolff then reported on the 
state officers’ meeting Tuesday. 

Mr. Gandy requested Mr. Wolff to in- 
troduce Chief F. C. McAuliffe of the 
Chicago Fire Insurance Patrols who 
responded briefly. 

The audience stood in memory of C. 
F. Wilson of Denver, former president 
of the National association, who died 
during the year. 

The meeting was then opened to dis- 
cussion of the casualty conference com- 
mittee report, which recqnmended that 
compensation commissions countrywide 
be reduced to 15 percent. Mr. Wolff 
said there has been a request for appoint- 
ment of a committee to deal with the 
companies on the general subject of 
compensation. Therefore, the motion 
prevailed to refer the question to such 
committee as may be created. 

Then came reports of the group 
agency management sessions Thursday 


afternoon . Those reporting were A. V. 
Livingston, Englewood, N. J.; Albert 
Dodge, Buffalo, and Sidney Smith, 


Gainesville, Ga. 
_ An amusing interlude was the break- 
ing out of a fire in the clothes of one 





of the members. A certain amount of 
smoke permeated the hall and the con- 
vention was convulsed. 

The executive session Wednesday 
afternoon was devoted exclusively to 
consideration of the proposal to prepare 
a code for insurance producers covering 
unfair competition. Even the reports of 
the conference committee chairmen more 
or less merged into the code issue. The 
session opened with the report of George 
W. Carter of Detroit as chairman of the 
casualty conference committee. He was 
followed by Percy H. Goodwin reporting 
for the fire conference committee. 
Thomas C. Moffatt of Newark, who was 
to have reported for the surety confer- 
ence committee, was not present, but a 
brief statement was made by Secretary 
W. H. Bennett. He said some of the 
federal public works programs are still 
being loaded with a 10 percent commis- 
sion. 

At the last conference with the surety 
companies, according to Mr. Bennett, 
they indicated that commissions would 
be cut only on projects in excess of 
$2,000,000. Mr. Bennett said the spirit 
of that understanding has been breached 
by the companies using the ten percent 
commission factor in rating bonds for 
subdivisions of large projects. 

Then the all-important question of the 
code was brought up. Mr. Bennett pre- 
sented a review of the NRA movement 
since the President’s re-employment 
agreement was put out in July. Mr. 
Bennett pointed out that General Hugh 
Johnson, administrator of the NRA, de- 
manded that insurance submit a code. 
Agreements were filed by several insur- 
ance interests, but none of them covered 
trade practices, they being confined to 
hours and wages. 

Thereupon the meeting was thrown 
open to general discussion. The room 
seemed to be composed of jumping jacks. 
Although the majority of those who 
spoke favored a code on fair competi- 
tion, a few expressed opposition. One 
agent expressed the individualistic posi- 
tion that he had been operating his busi- 
ness for 25 years without regulation; 
that he knew best how to operate it and 
regulation would be abhorrent to him. 

It became obvious that agreement 
could not be reached as to just what 
phases of unfair competition should be 
proposed for acceptance, so the conven- 
tion decided to authorize the executive 
committee to prepare a code. 

The executive committee, not only 
was in session for three days prior to 





the opening of the convention but held 
frequent sessions throughout the day and 
evenings during the convention. The 
code question occupied considerable at- 
tention but a multiplicity of other sub- 
jects came up. Among other things the 
committee considered the burden upon 
the companies because of the agents’ 
license taxes imposed by many munci- 
palities particularly in the south. The 
committee was told of the activity of 
a tax ferret, who went from town to 
town in Kentucky telling municipal au- 
thorities he could collect back taxes 
from insurance companies. Now the 
ferret has invaded Georgia. 

The program was carried out smoothly 
in every particular. President C. L. 
Gandy opened the meetings promptly at 
the appointed time even though only a 
handful was in the room. None of the 
sessions was prolonged. 


Ponder Value of 
Life Departments 





(CONTINUED FROM PAGE 8) 


boards but urging that this problem 
should never be dropped, particularly 
with regard to those companies which 
are in local boards in some territories 
and outside elsewhere. 

Mr. Dodge said in the distribution of 
profits between members of a partner- 
ship or corporation it should be re- 
membered that when such a partner- 
ship is formed every mem! ber has to 
give and take the same as in a mar- 
riage contract. Distribution cannot al- 
ways be on the basis of production be- 
cause other phases of the business are 
equally important, even though the pro- 
ducer would seem to be in the lead. 
He said often without the advice and 
suggestions of the others he would not 
have been able to produce some of his 
best accounts. He said he was much 
in favor of junior partnerships and the 
provision for retirement of older mem- 
bers through group insurance. 

At this point the question of person- 
ally delivering renewals was brought up 
and it was generally agreed that this 
personal contact was necessary, not 
only in assuring the retention of that 
policy but in providing more insurance 
which may have become necessary since 
the original policy was issued. 

In speaking on side lines Mr. Dodge 
asked: Does it pay for a so-called large 
agency to have a general agency for a 





life company and how 
handled? 

J. K. Walker, Chicago, stated hig 
agency has a production department ang 
it must report each risk so that each 
case can be analyzed to see if the as. 
sured needs some other form of insyr. 
ance. He said they are able to make 
this analysis by keeping cards on which 
are indicated every class of insurance 
that each assured should have. Each 
quarter the card is turned over to 
producer who calls on the policyholders 
to see it they cannot be sold some oj 
the additional insurance. He said the 
biggest results are ignored when the 
small fellow is ignored. Mr. Hilgemanp 
said his agency kept such a card system 
and in addition they kept prospect cards 
of their assureds for possible life insur- 
ance sales. He said life insurance jis q 
specialty line and his agency had a spe. 
cialty man to take care of it. 

Mr. Dodge said when his agency de. 
cided to enter life insurance they asked 
one of the better companies to supply 
a man to handle the department. His 
agency, he said, now writes more life 
business than the company’s branch of- 
fice in Buffalo. The life department js 
able to work up a large prospect list 
through the files of other lines. 

The life department has been the only 
department to make a profit in the last 
year or so. He said life insurance does 
not require a lot of attention. 

Mr. Walker said his was the first fire 
agency in Chicago to enter the life busi- 
ness and that they are amazed today 
at its value. 

Effective cooperative advertising 
through the medium of newspapers, 
radio, direct mail, agency magazines and 
moving pictures was taken up at length 
by Stanley F. Withe, manager of the 
Aetna Casualty publicity department, 
Mr. Withe brought sample copies of 
newspaper ads he had prepared which 
he proposed to supply to member bu- 
reau companies, they in turn supplying 
them to an agent or group of agents for 
local use. 

In radio advertising he suggested that 
Victor record transcriptions composed 
of music and talks be prepared to be 
used on local stations, a number of 
agents sharing the cost. He suggested 
making educational moving pictures to 
be put on at luncheon clubs, civic or- 
ganizations and churches thereby reach- 
ing a large audience, to be borrowed by 
any agent representing a bureau com- 
pany. 
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in every sense 


United States Fire Insurance Company 
of New York 
Organized 1824 


The North River Insurance Company 
of New York 


Organized 1822 


Westchester Fire Insurance Company 
of New York 
Organized 1837 


British America Assurance Company 
Toronto, Canada 
Incorporated 1833 


Richmond Insurance Company 
of New York 
Organized 1907 


Allemannia Fire Insurance Company 
Pittsburgh, Pa. 
Organized 1868 


Western Assurance Company 
of Toronto, Canada 
Incorporated 1851 


Southern Fire Insurance Company 
of Durham, N. C. 


Incorporated 1923 


GENTS’ COMPANIES 
of the word 


E believe in the ideals 

and principles of the 
National Association of In- 
surance Agents and enthu- 
siastically support agents’ 
participation in their State 
and National Association. 


You will find Crum & Forster 
companies are true agents’ 
organizations and a wel- 
addition 
agency. Investigate today 


comed to any 
if you want real agents’ 
companies of age and 
strength. 
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CRUM & FORSTER 


Managers 
110 William Street 











New York City 


SCOTTISH UNION AND NATIONAL 


| Insurance Company Established 1824 


AMERICAN UNION 


Insurance Company 
Administrative Offices: HARTFORD, CONNECTICUT 
J. H. Vreeland, Pres—J. H. McCormick, V. Pres. 


| Assets, $2,368,813.11—Liabilities, $699,339.17 
Policy Holders Surplus, $1,669,473.94 


the principles of the American Agency System. 
Automobile, Sprinkler Leakage, Rents, Use and Occupancy, Inland Marine, and Riot and Civil Commotion. 


© 
Freeport, 
Illinois 
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Fred M. Gund, 
Manager 
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Meeting for Small Agents 
Draws Largest Attendance 





(CONTINUED FROM PAGE 8) 


regarded as the weak points of the mu- 
tual coverage indicated. 

C. M, Bender, Towanda, Pa., turned 
out to be the humorist of the meeting. 
He had a dry way about him that 
tickled the audience. “Mrs. Bender,” 
he said, “always writes my speeches and 
I didn’t know how I was going to have 
a chance to make a speech here, so I 
didn’t have her write one this time.” 
He said competition from reciprocals 
is becoming keener in his part of the 
country. He hesitated at one time, just 
before it was obvious that he was about 
to utter the term “omnibus coverage.” 
Some helpful member suggested that 
was the term for which he was reach- 
ing. “Thank you,” he replied, “I can 
only think of one thing at a time.” He 
complained that surety companies are 
furnishing bonds for reciprocals. He 
said he is the only agent in his town 
who doesn’t represent a cut rate com- 
pany. 


Competition of Good 
Mutuals Hard to Meet 


J. K. Crawford, Mt. Vernon, N. Y., 
told about the strong advertising of an 
agent for the (American) Lumbermen’s 
Mutual Casualty. The large premium 
volume of the company is set forth, a 
statement of its assets and the type of 
its portfolio. That agent advertises that 
a buyer must select among mutuals; 
that there are good cooperatives and 
bad. This sort of competition is hard 
to meet, Mr. Crawford said. 

Austin Caswell, Minneapolis, said an 
effective argument is that only one loan 
company in Minneapolis and St. Paul 
will accept a mutual policy as security 
for loans. 

Lyle Gift, Peoria, Ill., requested that 
the “American Agency Bulletin” publish 
a comparison point by point of stock 
and mutual insurance. 

Sidney Smith said he attended a meet- 
ing of the executive committee at which 
a delegation from New England ap- 
peared and threatened that the New 
England agents would resign in a body 
from the National association unless the 
“Agency Bulletin” ceased attacking mu- 
tuals. 


Situation in the New 
England States Explained 


A New England representative at the 
meeting explained that agents in that 
part of the country must patronize the 
farm writing mutuals because the stock 
companies refuse to write farm busi- 
ness. These mutuals are not competi- 
tive. The New Haven, Conn., board 
recently, however, passed a rule forbid- 
ding representation of mutuals other 
than those of the purely farm writing 
type. 

There was some discussion of the 
competition from the Merchants of In- 
diana which writes a five year policy at 








Interest Attracted 
by Boston Tea Party 








The most cleverly arranged headquar. 
ters was that of the Boston and Old 
Colony. A quaintly lettered sign ap- 
peared at the door “The Boston Tea 
Party.” Inside was colonial furniture 
and the walls were hung with old prints, 
At the tables which were covered with 
red and white checked table cloths, was 
served baked beans and brown bread. 

The welcomers included Western 
Manager B. L. Hewitt of Lansing, 
Mich., and Assistant Manager Earl 
Gibbs. From the head office came Ray 
C. Dreher, advertising manager who 
was widely complimented for the attrac- 
tive and unusual arrangements. 








four times the annual rate spread in five 
equal annual installments. Some of the 
Alabama agents said the company is ac- 
tive in that state. 

Sidney Smith said one of the best ar- 
guments is the preferential tax treat- 
ment accorded the mutuals. Another 
argument is that should the stock com- 
panies get the preferred business now 
going to the mutuals their rates could 
be lowered to the point where there 
would be no saving in mutual insur- 
ance. a 

J. C. Kidd, former commissioner of 
Indiana, spoke briefly, explaining a 
point about the Merchants of Indiana. 
He formerly operated an agency at 
Brazil, Ind. 

W. H. Lucas, Le Roy, N. Y., told 
of cases in which he had found that the 
mutuals were charging excessive rates 
in order to pay back a dividend of im- 
pressive proportions, 

One topic was unusual form of cover- 
age. There was some discussion of the 
market for long distance haulers, which 
is extremely limited. 

C. T. Buckman objected to the new 
rule limiting short hauls to 25 miles. 
which he said is not adequate in the 
great open spaces. 


Jottings at the Drake 


Jesse Phillips, chairman of the Great 
American Indemnity, was a popular con- 
ventioneer. He also spent some time at 
the meeting of the American Life Con- 
vention at the Edgewater Beach hotel, 
fraternizing with life company officials, 
whom he has known since he was New 
York superintendent. 

* * x 

A pleasant convention event was the 
luncheon given Thursday in the Drake 
hotel by United States Manager W. A. 
McConnell of the Century of Scotland 
and Assistant Manager John Hosking, 
to about a dozen agents of that com- 
pany. 

* * * 

C. R. MeCabe of Chicago had the ex- 
perience of being on the hotel and reser- 
vations committees of two conventions 
in two successive weeks. He served the 
American Legion and then the National 
association, 





HARTFORD, CONNECTICUT 


J. H. Vreeland, Manager—J. H. McCormick, Secretary 


Assets, $8,345.486.26 


Liabilities, $5,308,746.03 


Policy Holders Surplus, $3,036,740.23 





Policy Holders Surplus Actual Market Quotations as of June 30, 1933 


A complete portfolio of lines is written: 


@ The Companies of this Group are entirely local agency companies, both in the letter and in spirit observing | 


CENTRAL UNION 


Insurance Company 
Administrative Offices: HARTFORD, CONNECTICUT 
J. H. Vreeland, Pres—J. H. McCormick, V. Pres. 


Assets, $1,235,965.96—Liabilities, $240,692.91 
Policy Holders Surplus, $995,273.05 
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Safety Symposium 
Led by Morrison 


L. E. Wallace Hits Insurance for 
Alleged Indifference to Acci- 
dent Prevention 


J. J. HALL IS SPEAKER 





w. G. Hurtzig of New Jersey Tells 
How to Organize a Community 
for Campaign 


The symposium on highway safety 
was attended by a small number, but 
those on hand undoubtedly were those 
with a real interest in the question and 
the speakers therefore were sure of re- 
sponse. 

Sam T. Morrison, Iowa City, made 
the introductory remarks, and _ intro- 
duced the speakers. He said agents in 
their scramble for premiums, are over- 
looking the necessity of accident pre- 
vention work, 


Hurtzig Tells How to 
Organize Campaign 


W. G. Hurtzig, president New Jer- 
sey Association of Underwriters, out- 
lined a method of organizing a com- 
munity for accident prevention. A pub- 
lic meeting should be held to decide 
whether a campaign should be launched. 
If so, a chairman should be elected, to- 
gether with a number of vice-chairmen 
representing various interests, and a 
secretary-treasurer. Committees should 
be formed: publicity, poster distribution, 
finance, education, law enforcement, 
speakers and inspections. The National 
Bureau of Casualty & Surety Under- 
writers will aid in setting up the plan. 

Persecution should be avoided in 
planting speed traps, encouraging a 
campaign of arrests, etc. Warning 
cards should be given to motorists, the 
policeman retaining a stub. Coopera- 
tion of state police should be obtained. 
The inspection committee should be 
headed by a garage man, and approved 
garages and inspection bureaus should 
be designated for free inspections. 
Stickers should be placed on wind- 
shields of cars that have passed inspec- 
tion, 


National Bureau Posters 
Should Be Distributed 


Posters, supplied by the National Bu- 
reau, should be set up in hotels, traffic 
intersections, garages, etc. The cam- 
paign should be organized on at least 
a two-year basis. 

The next speaker was L. E. Wallace, 
superintendent Iowa motor vehicle de- 
partment, who castigated the insurance 
people for their alleged indifference to 
accident prevention. He said the in- 
surance companies declined to contrib- 
ute to a campaign in Iowa. The pub- 
lic, he declared, some day will refuse 
to finance prevention activity and let 
the insurance companies “reap the bene- 
fits.” He said he has received no in- 
surance cooperation except from J. Dil- 
lard Hall, Iowa manager for the U. S. 


F. & G. Unless insurance participates 
in the activity, there will be a demand 
for compulsory automobile insurance 
written in state funds. 

John J. Hall, the premier accident 
prevention campaigner, concluded the 
symposium, He is director street and 
highway safety National Bureau Cas- 
ualty & Surety Underwriters. He told 
an impressive story of what has been 
accomplished. 


The American of Newark headquarters 
were not as boisterous as some of the 
others, but many conventioneers dropped 
up for comfortable chats. There were 
present Vice-President P. B. Sommers, 
and Western Manager Robe Bird of 
Rockford. Then there was President H. 
P. Jackson of the Bankers Indemnity 
and Chicago Manager H. G. Magargal. 








Crum & Forster Rooms 
Prove to Be Lively Spot 











One of the liveliest headquarters at 
the Drake hotel was that of the Crum 
& Forster companies. R. Irving “Heavy” 
Read, general chairman of the Chicago 
convention committee, is Chicago man- 
ager for Crum & Forster and he steered 
many of his friends to the Crum & For- 
ster quarters. Some of Mr. Read’s 
friends composed a parody on “After 
the Ball Is Over” to the effect “Aiter 
the fair is over, where will poor Heavy 
go?” and Rockwood Hosmer, president 
of the Illinois Association of Insurance 
Agents, led the congregation in singing 
this epic every 15 minutes. 

The Crum & Forster people passed 





around a card in the form of a key, in- 
scribed “This is your key to room 825.” 
They also gave out maps of the world 
fair. 

Officials of the group on hand in- 
cluded President J. Lester Parsons, 
Vice-president Harold Junker, Southern 
Manager J. H. Hines of Atlanta, West- 
ern Manager Fred Gund from Rock- 
ford, Assistant Western Manager J. W. 
Gregory, S. H. Quackenbush, western 
manager of the Westchester, and F. R. 
Mueller, assistant Chicago manager. 

*x* * x 

John G. Yost, assistant secretary and 
official entertainer for the Fidelity & 
Deposit, accompanied by Mrs. Yost, ar- 
rived early and set up headquarters. 
He was assisted by W. H. Hansmann, IIli- 
nois state manager of the F. & D., Fred 
A. Doenges, St. Louis manager and R. 
D. Searles, of the Chicago office, 
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Agents’ Balances, not over 90 days 
Reinsurance Recoverable 


Reserve for Unadjusted Losses 
Reserve for Unearned Premiums 


Reserve for Taxes, Loans Payable and Other Items 
**Contingency Reserve 


TOTAL LIABILITIES 


H. EDW. BILKEY, Vice-Pres. 
W. F. WATSON, Vice-Pres. 
W. F. DIEFENBACH, Secy. 


SURPLUS TO 


AMERICAN Home 


FIRE ASSURANCE COMPANY 


111 WILLIAM STREET 


Statement 


JUNE 30, 1933 
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*Values on basis approved by National Convention of Insurance Commissioners. 
**Contingency Reserve represents the difference, in full, between Insurance Depart- 
ment valuations and the actual Market quotations of securities. 
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C. C. SCHMELZ, Asst. Secy. 
M, F. GARRATY, Asst. Secy. 
B. R. VAN FLEET, Asst. Secy. 


POLICYHOLDERS $2,194,462. 
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YEARS OF INSURANCE SERVICE 


THE EARLS -BLAIN COMPANY 
THE LAWS’ INSURANCE AGENCY CO. 


CINCINNATI, OHIO 


We are equipped to render efficient engineering service on your Ohio business 
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EIGHTY-THREE MAIDEN LANE, NEW YORK 
{STATEMENT AS OF JUNE 30, 1933 












ASSETS 
RENE TOUR: sa ccc eck ecccseces $ 103,950.00 
PBomds Od SeOCkS. occ cc ccsccesccicne 7,613,319.35 
Premiums in Course of Collection.... 758,792.20 
Reinsurance Recoverable on Paid Losses 41,108.73 
Interest Accrned «canine sidivwiciinsces 34,380.00 
Se I igs x sae cinlawe xv enue 623,070.13 
(Seer Raerts aa). eens isena eae 1,016.76 
$9,175,637.17 
LIABILITIES 

Unearned Premium. Reserve........ $3,730,434.92 
Cndustes - LAGGSS 2.50 bis ccc vees’s 326,500.00 
Reserve for Taxes and Other Claims.. 150,000.00 
Contingency Reserve ............... 1,161,485.35 

Capital Stock .......085 $1,000,000.00 
Pet Sarplas .....0<<s000 2,807,216.90 3,807,216.90 
$9,175,637.17 


*Valuations on basis approved by National Conven- 
tion of Insurance Commissioners. 

+The Contingency Reserve represents the difference 
between the market quotations as of June 30, 1933, and the 
values of bonds and stocks carried in assets. 









































Risers Your Loss Ratio and Earn 
Extra Commissions For Your Agency 


As simple as A B C is this method whereby agents can 
make more money for themselves by recommending the 


NATIONAL SPARK ARRESTER 


A. Your assureds receive a credit in the rate on farm buildings equipped 
with approved National Spark Arresters. Pass this saving on to 
your clients and give them modern fire protection from damaging 
chimney sparks. 


B. By so doing you improve your standing with both the assured and 
your company because the spark arresters will save both of them 
money. 


C. In addition, you will be well paid for your time and trouble because 
of the liberal commission paid you by the manufacturers of the Na- 
tional Spark Arrester. 


These arresters, one style 
of which is shown to the 
left, are approved by the 
Farm Underwriters Asso- 
ciation and effectively pre- 
vent fires from chimney 
sparks. They cost but lit- 
tle and fit every size and 
style of chimney. Write to- 
day for complete informa- 
tion and prices. 


NATIONAL SUPPLY 
& SERVICE CORP. 


Member N. F. P. A. 


Crawfordsville, Indiana 

















Handling Public Cover Is 
Topic of Small City Men 


(CONTINUED FROM PAGE 9) 


public accountant and letters written to 
merchants, describing the conduct of 
the stock insurance business. The re- 
sults were “gratifying.” 


Mixed Agency Issue 
Cited by L. R. Martin 


L. R. Martin, Pocahontas, Ark., 
opened the discussion of mixed agen- 
cies. He pointed out that the compa- 
nies have cooperated in withdrawing 
their agents when it was discovered 
| there were mixed agencies. He said up 
until a year ago they never had a strictly 
' mutual agency in the state, but since 
| then the stock companies have cleared 
out of mixed agencies. The local boards 
secured the names of the stock compa- 
nies in these mixed agencies and asked 
their cooperation. He said every local 
board in Arkansas requires that there 
be a by-law in its charter which forbids 
the agency being mixed. 

A. Searles, Marion, Ind., ques- 
tioned the result to the American agency 
system if some of the agents continue 
in their ‘off’ companies to take care 
of emergency cases. It was brought 
out in answer that any company giving 
a rate which was refused by an associ- 
ation company was a cut rate company 
and the agent should refuse such busi- 
ness. 


Solicitors on Salary 
| Basis Preferred 


In speaking on the hiring of solicitors 
Frank T. Priest, Wichita, chairman of 
the local board committee, said he never 
hired a solicitor on other than a salary 
basis as the hiring on a commission 
basis would eventually lead to competi- 
tion within the agency. Salaried solici- 
tors are paid according to what they are 








- worth, usually about $160. 


W. E. Leigh, Monroe, La., stated the 
by-laws of his board prohibit the hir- 
ing of solicitors on a commission basis. 
E. M. Polk, Corsicana, Tex., and others 
agreed that in putting solicitors on a 
commission basis encouraged competi- 
tion from such solicitors and that salary 
basis was the only sound practice to 
follow. 

J. L. Case, Norwich, Conn., urged 
agents to go back to their home towns 
and do everything in their power to 
build the membership of the association. 
He urged them to increase their pro- 
grams so that more agents would be- 
come interested in the work of the as- 
sociation and local boards. 





Qualification Laws 
Not Satisfactory, 
Lyman Drake Says 











Operation of agency qualification laws 
has not been entirely satisfactory, Ly- 
man M. Drake of Critchell, Miller, 
Whitney & Barbour, Chicago agency, 
declared in his talk on “Modern Insur- 
ance Trends” in the opening session. 
The laws have not done as much as 
agents expected of them. He cited the 
licensing of 77,000 agents and brokers 
in Illinois this year. It might be much 
better to limit the number of agents 
that could be appointed in a state to 
the maximum that could make a decent 
living there. 

Mr. Drake also took exception to the 
coinsurance clause in fire policies, which, 
he said, because of depreciated values 
of buildings does not now operate prop- 
erly. He urged one of two methods for 
correcting the situation. One plan is to 
agree when the policy is written on the 
amount of insurance to be carried, in- 
creasing the rate proportionately if the 
building is depreciated and the amount 
of insurance carried is less than replace- 
ment value. 

The second method is to put it up to 
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Favors Reporting Form 
of Use and Occupancy 

















HOWARD CAMPBELL, Kansas City 


Howard Campbell, insurance engineer 
for R. B. Jones & Co., Kansas City, in 
a formal address Wednesday advocated 
use of a reporting form of use and oc. 
cupancy by stock companies. He made 
a well informed and analytical talk, 








assured by requiring him to insure for 
replacement value less the agreed per- 
centage of depreciation under a clause 
drawn like the coinsurance clause but 
stating the year that the building was 
constructed and the percentage of agreed 
depreciation, adding to the rate as is 
done for lower percentages of coinsur- 
ance as the depreciation increases. 
Neither method, he said, would make a 
valued policy. 

Mr. Drake approved companies’ re- 
fusal to pay for cigarette burns. He said 
he considered the situation disturbing 
in which big fire premiums are being 
taken from regular agency channels into 
various underwriting pools and non-tar- 
iff companies. 


Corroon & Reynolds Dinner 


A jolly party of about 40 agents was 
entertained at a dinner in the Edgewater 
Beach Hotel Wednesday by officials of 
the Corroon & Reynolds organization, 
they being President R. A. Corroon and 
Vice-presidents E. S. Inglis and R. R. 
Wilde. Mr. Corroon made a few re 
marks, reviewing the successful manner 
in which the group has endured hard 
times and expressing the opinion that a 
definite upward trend is discernible. Re- 
sponses were made by Jacob Loeb of 
the Eliel & Loeb agency of Chicago and 
by his son, Hamilton M. Loeb. 


Kansas to Have Exhibit 


Wade Patton and W. S. Thompson of 


Hutchinson, Kan., have induced officials 
of the North America to send that com- 
pany’s valuable historical exhibit of fire 
marks, etc., which was set up at the Chi- 
cago convention, to the meeting of the 
Kansas Association of Insurance Agents 
in Hutchinson Oct. 18-20. W. P. Rob 
ertson, assistant western manager of the 
North America, will attend the meeting. 


Has Million in Bad Checks 


An exhibit that attracted great atten 
tion was that of $1,000,000 in bad checks 
for which the National Surety has paid 
forgery losses, The National Surety 
welcomers consisted of Executive Vice 
President E. M. Allen, Vice-Presidents 
E. A. St John, S. G. Drake, R. W. Smith 
of Denver, H. B. Johnson, and Eugent 
Luther, field supervisor. 
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Gaedke-Miller Agency || “We Want Your Business” 
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GENERAL AND LOCAL AGENTS 
ALL LINES OF INSURANCE 
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A Dependable Insuror 
During These Times 


® Due to the uncertainty of the times, insurance 
companies should be capable of meeting every con- 


tingency that may arise. 


Back of every policy written by the Millers Na- 
tional Insurance Company is sound and reliable 
protection assured by the fact that every hundred 
dollars of liability is backed up with almost two 
hundred dollars of assets. Every obligation is met 
fairly and squarely, and has been during the years 
since 1865. 


If you demand strong companies in your agency, 
Millers National is your type of Company. Write 


immediately for complete information. 





MILLERS _ASXC)> 
on 


MILLERS NATIONAL 


yy - INSURANCE COMPANY 


One of the strongest fire companies in business 


CHICAGO 


COMPANY. 






WE 00 OUR Past 








Send 9 cents in stamps for sample copy of 


THE ACCIDENT & HEALTH REVIEW 


The only exclusive accident and health paper published. 
It gives ideas and suggestions that help you sell income protection insurance. 
Address your inquiry to A-1946, Insurance Exchange, Chicago 
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Forum of Ransom 
Valuable Session 
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inally did not prohibit effecting insur- 
ance but merely outlawed paying com- 
missions. Abuses developed and ways 
were found to pass commissions, Then 
Cleveland went a step further and pro- 
hibited effecting insurance. Answering 
Mr. Jones’ statement about the 
handling of insurance for a man who 
moves from one city to another, he said 
it is perfectly proper to force sucha 
man to transfer his insurance. 

Mr. Horton said the Cleveland people 
induced the Lorain agents to organize a 
board. Soon the Lorain agents com- 
plained about the activity of Cleveland 
producers in Lorain and they adopted a 


| locally owned rule. 


J. Klein of Newark said in his city, 
which is so close to New York, such a 
rule could not be enforced. 


Problems of the New 
Jersey Agent Told 


H. B. Nelson, Jersey City, said the 
New Jersey resident agency law has not 
helped the legitimate agents in that state, 
because the companies have arranged for 
their employes, who live in New Jersey, 
to countersign policies. Mr. Klein said 
company officials residing in New Jersey 
do the same thing. 

Stewart Maunsell, New Orleans, said 
the New Orleans exchange has jurisdic- 
tion over three parishes and such a rule 
would not be applicable. 

Mr. Hilgemann asked whether the in- 
terests of the public were being consid- 
ered in the argument. 

Eugene Battles, Los Angeles, said dis- 
tinction should be made between intra- 
and interstate rules. He advocated an 
arrangement for interchange of business 
within a state wherein the rights of 


agents in the different cities would be 


protected. In Los Angeles there is a 
rule that policies must be issued by the 
resident agent on his own series, but 
agents and brokers in other California 
cities may place business in Los Angeles 
and receive a commission which shall 
be at least 5 percent less than that re- 
ceived by the Los Angeles man. Each 
member is required to file with the Los 
Angeles Board an agreement with his 
aeeeeete that they will observe this 
rule. 

Thomas Goss, Cleveland, told about a 
large risk which he had been handling 
for years. Recently a new manager was 
appointed from outside the city. He de- 
sired to place the insurance with an 
agent and friend elsewhere but the lo- 
cally owned rule prevented this. 


Problem of Non-Policy 
Writer Is Discussed 


The second question to be discussed 
was the non-policy writing agent and 
how he might be controlled by the local 
board. 

Mr. Battles said Los Angeles does not 





 _—n 
permit non-policy writing agents, He 
was asked about the non-board com. 
panies and replied that some of them are 
running wild as to the appointment 9 
solicitors. This problem, however, can't 
be reached through the local board, 

Alfonso Johnson, Dallas, drew a laugh 
when he said that the non-policy writin 
agents starting out from the big branch 
offices in his city in the morning resem. 
bled Coxey’s army. 

W. F. Stantz, Brooklyn, said there 
are 25,000 brokers in New York ang 
Brooklyn. There is a rule in Brooklyy 
limiting a company to two agents byt 
the New York City men write over the 
heads of those agents. 

There was also a discussion of the 
desirability of sole or limited agency rep. 
resentation and obligation. 


Battles Prefers the 
Limited Agency Rule 


Mr. Battles said he favors the limited 
agency rule instead of the sole agency, 







Under the sole agency rule, if an agent | 


fails the company must make a ney 
start. The limited agency rule is effec. 
tive and gives the companies an oppor. 
tunity to get a better spread of business, 

Cliff Jones said R. B. Jones & Sons 
has been on a sole agency basis tor 
years. That results in having fewer com. 
panies, a bigger volume for each com- 
pany and prompts the company to give 
greater consideration to the agent. It 
also reduces acquisition cost and is a 
source of pride to the agent. 

Mr. Maunsell said the agents should 
remember the capital investment of the 
companies which entitles them to get a 
representative business out of a city, 
There should be limitation of agencies 
to not more than three, but he opposed 
the sole agency system. 

E. S. Moore of Birmingham said his 
city has a sole agency rule and the 
agents are proud of it. 


New Acrobatic Talent 
The big hit of the banquet was the 


dragooning of three of the banqueteers | 


into a clever acrobatic act. R. I. Read, 
chairman of the general Chicago com- 
mittee, was pulled on the floor and 
tossed through the air, much to the en- 
joyment of his friends and to the dis- 
comfiture of Mr. Read. Then Hamilton 
Loeb, chairman entertainment commit 
tee was the next victim. Then Miss 
Gandy, charming daughter of President 
C. L. Gandy, proved a good sport and 
was hurtled through space. None en- 
joyed her predicament more _ than 
Father Gandy. 


America Fore Directory 


The America Fore people, as usual, 
made a valuable contribution to the cor- 
vention in publishing a directory of the 
conventioneers, giving home and con: 
vention addresses. The directories were 
placed at the banquet plates Tuesday 
evening. Another America Fore gilt 
was contract bridge score pads. 
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MARSH @ MCLENNAN 


Insurance 


LIFE | 
MARINE 


164 West Jackson Boulevard, CHICAGO 


NEW YORK DETROIT MONTREAL 
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The 
ILLINOIS 
CASUALTY 
COMPANY 


of Springfield 


is, and has been for many years past, the only 
stock Automobile Insurance Company located 
in Springfield, Illinois. ™ It has never moved 
its Home office from Springfield. ™ It has 
never merged with any other Company. ™ It 
has never wavered in its capacity to serve its 
agents and assureds. ™@ THE ILLINOIS 
CASUALTY CO. STANDS ALONE 
AND STANDS STRONGLY. 


FOR OPEN TERRITORY IN 
ILLINOIS INDIANA IOWA MICHIGAN MISSOURI 
WRITE 


P. W. PICKERING 


SECRETARY 








| 
NORTHWESTERN 


Fire & Marine Insurance Company 


HERE are a number of rea- 

sons why the Northwestern is 
a popular company with its agents, 
but perhaps the strongest reason 
of all is that Northwestern service 
helps an agent to be popular in 
his own community. 


If you would like to 
represent the North- 
western, there may 
be an opportunity. 
Write to 











NORTHWESTERN FIRE & MARINE INSURANCE CO 
JOHN H. GRIFFIN, President 
MINNEAPOLIS, MINNESOTA 














IN FULL CO-OPERATION WITH N. R. A. — GREETINGS TO THE N. A, I. A. 

















| Yes—We’re “fussy’’ 
| about Agents 


—and just as “fussy” in the selection of risks and 
investments. 


Our “fussiness” has developed a strong “dollar for 
dollar” stock company; built client good-will; en- 
hanced the quality of our service and strengthened 
the position of our agents. 


Special services which give competitive advantage and which have proved 
sound, depression-proof, ethical and constructive. 


ASSOCIATED ASSOCIATED 

INDEMNITY FIRE & MARINE 
CORPORATION INSURANCE CO. 
(Miscellaneous Casualty) (Automobile Fire & Theft) 


C. W. FELLOWS, President 


Head Offices—San Francisco, California 


Chicago Philadelphia Cleveland Newark Denver 
Pittsburgh Indianapolis St. Louis Providence Dallas 
| Suffolk Portland Omaha Minneapolis Milwaukee 


Los Angeles Seattle, ete. 








Active Support 


of insurance companies 
which cooperate with 
local agents and their or- 
ganizations is the only 
practical position for 
agents to maintain. 


Insurance Board of Cleveland 
Cleveland. Ohio 
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RHODE ISLAND 


INSURANCE COMPANY 


PROVIDENCE, R. I. 


MERCHANTS FIRE 


INSURANCE COMPANY 


PROVIDENCE, R. I. 


Extend — 


heartiest congratulations and 
sincere best wishes to the 
National Association of In- 
surance Agents, which met 
in Convention at Chicago, 
October 11-13, 1933. 


EMIL G. PIEPER 


President 
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“The World is Mine”—Count of Monte Cristo (Dumas) 


YOU 


can also truthfully say this to your customers if you 
will ask the aid of the A. I. U. in developing the 
opportunities you have for American business abroad. 


This office has a world wide organization 


experienced claim men, empowered to take instant 
action in any way necessary to support the interests 


of those insured through this office. Our 
office coupled with these representatives 


an efficiently operating unit, not matched by any 


other office, able to deal with all of the 


intricate problems connected with insurance covering 


in foreign countries. 


We write fire, automobile, ocean and inland marine, 
accident, liability and casualty insurance world wide, 


in strong American Companies. 


“It’s our business to help your business” 


Consult the A. I. U. about the aid it may give you 


in developing business of this character. 


augment your present facilities for foreign insurance 


through the services we can give you. 


Let us tell you what we can do for you and your 


clients. 


American International Underwriters 


Corporation 
80 William Street, New York City 
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Exchanging Credit 
Data Is Discussed 





(CONTINUED FROM PAGE 9) 


mon fund which now exceeds $8,000. 
He does not favor “cutting a melon” and 
distributing the fund among the mem- 
bers, as some do, but believes it strength- 
ens a board materially to have a sub- 
stantial bank account, as the interest of 
the members is thereby sustained. 

On the interchange of credit informa- 
tion among members, Howard Snyder 
of Wichita said his board reports all 
accounts of non-payment of premiums 
to the Wichita Credit Association and 
this information goes to all members of 
the association, including large depart- 
ment stores. The plan works well, he 
said, and the stores cooperate often by 
not extending credit to those who are 
delinquent in their premium payments, 
stating the reason. This has resulted in 
the payment of some old accounts where 
the offender has wanted to restore his 
credit. 

Mr. Liscomb says members of the 
Duluth board are notified where poli- 
cies are canceled for non-payment of 
premiums, but members are not obli- 
gated to refuse credit to such assureds, 
though this is generally the result. In 
Grand Rapids, Henry D. Wilson said 
information as to cancellation for non- 
payment is reported to the secretary of 
the local board. Names of delinquents 
are mailed the same day to members on 
postal cards but with no comment other 
than a red lead pencil mark, and this 
plan works well. In Little Rock the sec- 
retary sends such a list to members once 
a month. 


Delinquents Reported 
to Chamber of Commerce 


David A. North, New Haven, Conn., 
said their delinquents are reported to 
the chamber of commerce credit bureau, 
through which a local credit rating is 
established. In Connecticut he said the 
state law prohibits interchange of col- 
lection delinquency information among 
members but permits reporting such in- 
formation to agencies such as the cham- 
ber of commerce. Because of the strict 
laws in Texas, Tom P. Ellis, Dallas, 
said information on collections is given 
members but no compulsion is permitted 
requiring members to act upon such in- 
formation. 

Upon a call for hands, about 15 indi- 
cated their boards have some form of 
reporting cases of cancellation for non- 
payment of premium. 

In dealing with non-members it was 
brought out that firm and frank handling 
gets best results. Mr. Snyder said the 
sole agency rule is well established in 
Wichita. In Duluth the situation is 
good, it was stated, and curbstone and 
building and loan agents have been 
greatly reduced. T. A. White, Birming- 
ham, reported the board there is work- 
ing out a plan under which agencies 
were notified Sept. 1 they must be clear 
by Jan. 1. Several conferences have 
been held with company managers at 
Atlanta with cooperation on the part of 
the managers. The handling of agen- 
cies under trusteeship has not been fully 
worked out as the required $250 deposit 
has proven an obstacle. 

Mr. Lynch of Little Rock said their 
membership fee was originally $500 but 
has been reduced to $100. Company 
representatives who formerly were not 
favorable to membership in the board 
by their agents are now willing to co- 
operate in recommending membership. 
In Peoria, Ill., only full time fire and 
casualty agents are eligible to member- 
ship in the board. 

R. P. DeVan, Charleston, W. Va., 
spoke of the importance of developing 
through local boards interest in state 
and the national associations. A num- 
ber endorsed the idea of getting agents 
to join local boards and then to sell 
them on the state and the national as- 
sociation. 

So much interest was manifested in 
the discussion that, as the time came for 











Membership Chief | 








EZRA M. SPARLIN, Rochester, N, Y, 


Ezra M. Sparlin, who has been chair. 
man of the membership committee fot 
many years, made his report Thursday 
morning. 








adjournment, it was voted unanimously 
to ask those in charge of the program 
next year to allot more time to the 
group meetings, it being requested that 
an entire afternoon be given to this part 
of the program. 


KANSAS CITY 
AGENTS 











Kansas City 


Insurance Agency, Inc. 


Cc. R. FIDLAR, Manager 


BROKERAGE BUSINESS 
SOLICITED 


Aetna Ins. Co. 

Niagara Fire Ins. Co. 

Norwich Union Fire Ins. Society 
Richmond Ins. Co. 

Western Fire Ins. Co. 

General Accident Assurance Corp’n 
New York Casualty Co. 

Western Casualty & Surety Co. 


Third Floor 
916 Walnut Street 
Kansas City, Missouri 








Oppenheimer 
Bros. 


Extend the facilities of 
their office to vut-of-town 
members of the National 
Association in placing 
lines in Kansas City. 





1012 Baltimore Avenue 
KANSAS CITY, MO. 




























Here are the FACTS: 


The twenty stock fire companies or fleets 
investing the largest amounts for advertising in 
The National Underwriter wrote a total of 
$351,531,439 in premiums in 1932 compared 
to $389,536,549 in 1931 or 90.2 percent of the 
1931 total. 


The premiums written by all other stock fire 
companies totaled $363,230,537 in 1932 com- 
pared to $435,059,322 in 1931 or 83.5 percent 
of the 1931 total. 


In other words the companies which are the 
largest advertisers in The National Underwriter 
wrote 6.7 percent more business last year 
than the other companies. 
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20 largest 
National Underwriter 
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of total stock 
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The twenty largest National 
Underwriter advertisers among 
the stock fire companies wrote 
49.2 percent of the grand total 
premiums in 1932 and 42.3 per- 
cent of the 1931 total, showing 
that the large advertisers are 
gradually increasing their per- 
centage of the total volume 
while the other companies are 


experiencing a decline. 


DOES IT PAY TO ADVERTISE 
IN THE NATIONAL UNDERWRITER? 


Total Fire Premiums written by 20 Total Fire Premiums written by 
largest National Underwriter ad- all other companies 
vertisers 
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Largest advertisers in THE NATIONAL UNDERWRITER 


write 6.7 percent more premiums than other companies 











All Other Companies 
50.8% 





20 largest 
National Underwriter 
advertisers wrote 


49.2%, 


of total stock 
fire premiums in 1932 


THE NATIONAL UNDERWRITER-=A-1946 Insurance Exchange, Chicago 
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Greeting 


and 


Acknowledgement 


[N extending greetings to the National 
Association of Local Insurance Agents, 
the Norwich Union Companies express an 
acknowledgement of the splendid efforts of 
its Agents. 

We appreciate the privilege to cooperate, 
assist and serve them cheerfully and whole- 
heartedly at all times, recognizing that the 
success of our Agents means the success of 
our Companies. 


NORWICH UNION 


: FIRE INSURANCE SOCIETY, LTD. 
75 Maiden Lane, New York 


Hart Darlington, Manager 


EAGLE FIRE COMPANY 


of NEW YORK 


INCORPORATED 1806 
75 Maiden Lane, New York 
Hart Darlington, President 
The Oldest New York Insurance Company 


NORWICH UNION 


INDEMNITY COMPANY 














75 Maiden Lane, New York 
Hart Darlington H. L. Callanan 
Chairman of the Board President and General Manager 


In NORWICH UNION there is strength. 









































